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National 
Garage Door Set 


No. 800 


NEAT, efficient Garage Door Set, 
easily operated. It holds doors 
snugly and prevents the entrance of rain or 


Advantages 
snow. 


of buying from National 
No. 800 comes well-packed. All parts can 

be quickly taken out and showed to custom- A straight line is the short- 
ers. est, and cheapest, between 


. i ; two points. 
Practical, good looking and rust-proof, this 


set sells rapidly. At its low price there is 
a ready market for it. 


We supply National Hard- 
ware to you direct, which 
means you buy at a saving 


This and the four other National Garage and seh at mecreased prop. 


Door Sets will enable you to fill every need. 


All are illustrated and completely de- 


scribed in the National Catalog, which you National Mfg. Company 
can use to advantage. Send for it. Sterling Illinois 
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Sprecher & Ganss, Lancaster, Pa., always features a step ladder in its paint windows. 
brush and sand paper to every paint customer 











The firm endeavors to sell a ladder, 


Putting Paint on Your Pay Roll 


How Proper Buying, Displaying and Selling 
Help You Put Your Finger in the 


| ane are three essential 
things for a merchant to con- 
sider in stocking any line of 
merchandise. 

1. Will it sell and continue to sell 
in sufficient quantity to insure vol- 
ume and proper turnover? 

2. Will it pay a profit commen- 
surate with investment and the cost 
of selling? 

3. Will it satisfy the customer? 

There are other factors to be 
taken into consideration, but these 
three are fundamental. 

Many lines sell well for a time, 
but have a limited field. When a 
certain point is reached sales auto- 


Profit-Turnover Pie 
By Llew S. Soule 


matically fall off and turnover suf- 
fers. Other lines carry so small a 
margin, or require so much in the 
way of selling expense, that profits 
are negligible. Still other lines look 
good, but fail to give the customer a 
profit in the way of service and ulti- 
mate satisfaction. 


Profits Both Merchant 
Customer 


Paint and 


Undoubtedly a proper merchan- 
dised stock of good paints and var- 
nishes represent profit for both the 
merchant and the customer. It sells 
when the house is first erected and 
repeats at regular periods as the 
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house is redecorated or repainted. 
If properly bought as to range and 
quantity, it insures a better rate of 
turnover than most lines the hard- 
ware merchant carries. 

It is generally conceded that paint 
and varnish lines carry a margin 
that easily leaves a good profit, while 
the cost of selling is no more than 
other staple lines and its “come 
backs” are few. Nobody will dis- 
pute the fact that paint and varnish 
sold intelligently carry a profit to 
the purchaser. They not only satis- 
fy the pride of the buyer, but they 
protect his property and actually 
save him money by that protection. 





Ta section of the paint department of the Ogden 
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trance at the rear. 
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The department faces on the center 


Hardware Co., Ashland, Ky., is located on the main 
floor of the store and handles the trade of the housewife. 
Only pint and half-pint cans are carried, but J. S. Ogden, 
president of the company, says that this small department 
does an annual business of about $10,000. The main paint 
department, located in the basement, and selling in quan- 
tity, does several times as much business. 


aisle and may be seen as one enters the store. Small paint 
brushes are shown in display cases and sandpaper is kept 


under the racks. There is no counter and Mr. Ogden 
prefers to sell without the barrier of a counter between 
customer and salesman. Circulars and color paddles are 
within easy reach, there is a large color book on the flat 
top of the display rack and paint literature is kept in 
handy metal racks. 





This small department is “L” shaped and has an en- 








They also increase property values. 


Paint therefore stands out as a line 
which profits both the merchant and 
the customer. 

Profits in paint and varnish as in 
all other hardware lines, depend 


 CLOSSMAN TIARDWARE 


greatly upon the number of times 
the merchant can turn his stock. 
Therefore before putting in an open- 
ing stock the dealer should carefully 
canvass his territory as to the pos- 
sible paint and varnish sales, and 


THE HOUSE OF SERVICE FOR HALF KA CENTURY 


If You Want to Increase the Value 
of Your Real Estate, don’t let 
it go Another Day 


USE PAINT 


GET IT AT CLOSSMAN’S 
“When You Save the Surface You 


Save All” and 


) This eye-catching 
paint advertise- 
ment ties up paint 
sales with real 
estate. This is 
always a _ sure- 
fire sales argu- 
ment for home 
owners and it’s a 
certainty that 
this ad reached 
them 


If You Save It Early You Save It 


At Least Expense 





the colors most in demand. The 
traveling representative of any 
standard paint manufacturer will 
gladly aid him to get the proper 
range and quantity. Then if records 
are kept on the sales, a few adjust- 
ments made later will insure a 
proper stock. It is usually a good 
plan to concentrate on one manu- 
facturer’s line of mixed paints so 
far as possible. In this way the 
merchant is able to carry a smaller 
stock, and by making his business 
more attractive to the manufacturer 
or jobber is able to get the maximum 
of cooperation. The main thing in 
stocking paint is to have enough of 
the colors most in demand, and to 
weed out those which do not sell, 
and which thereby cut down turn- 
over. The proper size of containers 
is also a problem requiring care in 
the opening purchase and close at- 
tention thereafter. 

Paint is something that requires 
selling. If a man needs a pound of 
nails he promptly recognizes the 
need and buys them, but he may be 
in urgent need of paints and var- 
nishes without recognizing that need 
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until it is‘forcibly called to his at- 
tention. A door simply will not 
operate without hinges, but a house 
continues to function as a house 
even though it does need painting. 
It is therefore a wise policy to give 
the paint department a prominent 
place in the store where it cannot 
fail to be seen by every customer 
who enters. It should be a compact, 
neatly arranged department, with 
the color cards, paddles, etc., so 
placed as to catch the eye. Shelves 
should be kept well filled, with clean, 
fresh labeled cans to the front. 
Often the poor arrangement of cans 
on the shelves detracts from an 
otherwise attractive paint display. 
Giving the paint department promi- 
nence in the store not only brings 
paint and varnish to the attention of 
the customer, but’ it also keeps it 
fixed in the minds of the salesmen 
who must eventually make the sales. 
Suggestions, either by word of 
mouth, or by display, are the foun- 
dations of a profitable paint and 
varnish business. 

To sell paint successfully, it is 
necessary that the men in the store 
have a good general knowledge of 
paint, so that they can intelligently 
advise the prospective customer as 
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Here’s a live tie- 
up between the 
paint department 
and spring house- 
cleaning. It is 
intended to ap- 
peal to the house- 
wife and you can 
rest assured that 
it accomplished 
its purpose 
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to kinds, colors, etc., proper for the 
job. This entails no hardship, 
however, as the information is easy 
to obtain. The:literature furnished 
by the manufacturers should be 
carefully studied, and the traveling 
salesman can be called upon for ad- 
ditional information. Often it is a 
good plan to talk with local painters,! 





F. DISMER, Washing- 

¢ ton, D. C., carries a 
$7,000 stock of paint, turns it 
four times a@ year and says 
that paint represents 25 per 
cent of his total business. 

This store is located in the 
suburbs in the northwestern 
section of the city and caters 
to a high class trade. 

Dismer keeps a card index 
of the people living in that 
section and writes a monthly 
paint letter suggesting paint; 
invites inquiries and offers to 
help in selecting paints and 


brushes. He also suggests 
color schemes for interior 
painting. 


Mr. Dismer makes his sug- 
gestions verbally, then takes 
the customer’s name and ad- 
dress and mails him a type- 
written copy of the color 


scheme that night. Fre- 
quently he delivers these 
schemes personally to the 


prospect’s residence. At other 
times he phones or sends the 
scheme by his regular deliv- 
ery. The driver always car- 
ries the paint with him in 
case the prospect might need 
it immediately. 

This is one of the reasons 
for Mr. Dismer’s twenty-five 
years of success. 








YOU WILL PAINT UP WHEN 


GET YOUR VARNISHES, ENAMELS, 
hy SPARTANA, ALABASTINE, WHITE. 


WASH, PAINT AND VARNISH 
BRUSHES 
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v=. YOU 
CLEAN UP. 
SPRING IS HERE! 


THIS TO WOMEN MEANS 
HOUSECLEANING 
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who are usually more than willing 
to aid the man who really wants to 
learn. 

Probably 90 per cent of the paint 
consumed in this country is used for 
repainting, which means that the 
dealer and his salesman should be 
able to correctly advise not only as 
to the paint to be applied, but the 
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RUSHES follow paint as night follows day and the sale of one suggests the sale of the other. This 
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illustration shows the way in which the Steinman Hardware Co., Lancaster, Pa., features this line. 
The brushes are sampled on the front of drawers and are under glass. The stock itself reposes in the 


drawers. 


This system makes it easy for the customer and for the salesman as well. It is neat, effi- 


cient and sales-suggestive 
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preliminary work involved. The 
Paint Question Box in HARDWARE 
AGE is handled by a paint and var- 
nish specialist with the sole idea 
of supplying the merchants with in- 
formation of this nature. 


‘ : ’ : store. 
Things That Build Permanent Paint 
Business 


Permanent, all year business, is them. 


intervals throughout the year, and 
couple up the displays with news- 
paper and circular advertising. 
Use manufacturers’ sales helps, 
color cards, booklets, etc. Place one 
in every package that leaves the 
Cultivate the painters of your 
town and work in harmony with 


Keep a record of all paint sales 
with date, kind, quantity and use 
for which it was purchased. Then 
follow up at the proper time for the 
repainting material. 

Make it a point to have orders de- 
livered as soon as possible, particu- 
larly when the paint has been pur- 
chased by local contractors. Time 
/ means money to the majority of 


the kind that pays real profits, and 
this is particularly true with regard 
to paints. The old one or two sea- 
sons idea is a back number. There 
is always a demand for paint, if that 
demand is_ properly — stimulated. 
Here are a few suggestions that 
tend to put the paint department on 
a permanent basis. 

Install paint displays at regular 


Get reports of all new buildings to 
be erected and go after the paint 
business before your competitor 
does. 

Make regular drives on the paint 
specialties that appeal to the house- 
wife. 

Develop an accurate mailing list 
of paint prospects and keep in touch 
with them through circular letters. 


people and ‘they will usually appre- 
ciate quick service. 

Paint your store regularly inside 
and out. The value of example is 
great. 

You are in business, if you are the 
right kind of merchant, to make 
money for both yourself and your 
customers. You can do it with paint. 
It’s up to you. 


Estimating the Amount of Paint Required 


BILITY to quickly figure the amount of paint 
required for a job often clinches a sale. Be- 


ers 300 sq. ft. of surface with two coats). 
sult will give the number of gallons required for 


The re- 





low is a method giving the correct system of determin- 
ing the amount of paint required to give a building 
two coats. 

Add the number of feet in width (front and rear) 
to the number of feet in length (both sides); multi- 
ply this by the average height: divide the result 
obtained by 300 (since one gallon of good paint cov- 


the building. 

For example, if the front and rear width of a build- 
ing is 20 ft. and the sides 40 ft., add these four di- 
mensions and you will get 120 ft. Multiply this by 
the height, which is 25 ft., and the result is 3000. 
Divide*this by 300 and the result is 10 or, in other 
words, 10 gal. for two coats. 
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Helping the Business Tree to Grow with 
Sales of Garden Tools and Seeds 





Last Call for 
This Line 
of Essentially 
Spring 


Merchandise 


Gor ‘NHE oak from the acorn 
grew,” said the old second 
reader from which we first 

learned the three R’s. And it may 

also be said that the sale of a pack- 
age of seeds for a few cents will 








grow into big money if it is planted 
in the right soil. In the spring, old 
Mother Earth is in a receptive mood 
and man is likewise receptive at 
this season. 

The bleakness and dreariness of the 

















This shows how the Holder Hardware Co., Bloomington, Ill., u tilizes its basement as a storage place for garden tools. 
is shown a seed display of the Sieverding-Walz Hardware Co., LeMars, Iowa, which has a decidedly original touch 


Some Examples 
of Profit- 
Making Methods 
That 


Build Sales 





past few months have been blotted 
out by nature and man finds that he 
is now looking forward instead of 
backward. He, too, is receptive to 
the growing earth. He can’t help 
but be that way. It is the merchant’s 





Above 
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If you are going to dispiay a spring line why not give it a springtime setting? 


put the 


golden time for sales, and seeds will 
turn the trick. They do so much 
for mankind in the way of providing 
food and comfort that it hardly seems 
possible for them to be able to do 
anything for the hardware merchant. 
He gives them their start in life 
by distributing them to the people 
who will give them a chance to grow, 
and, if you-will permit such indul- 
gence, they are grateful and repay 
their benefactor many times. 

This is the way 1n which it Is 
done. All through the dull months 
every hardware merchant has been 
worrying about turnover and over- 
head. However, seed time comes 
around, the drab colors of winter 
disappear and the glowing hues of 
spring take their place. Everybody 
feels better and takes a new interest 
in life. Seeds start the sales rolling 
and while their sale does not mean 
an enormous profit, the investment 
is small. The big thing they do is 
to help the dealer sell hardware. 

Seeds and old Mother Nature get 
along very well in their own way, 
but it takes hardware to make a good 
garden and good vegetables. Nature 
says that hardware is needed to make 
seeds grow right and she will not 
let them grow otherwise. So if na- 
ture combines seeds and hardware 
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then the hardware merchant should 
never separate them. 

Seeds help solve the problem of 
turnover, overhead and profit. Com- 
panion sales are said to be the great- 
est factor in modern business. The 
sale of one thing suggests the sale of 
another. In the seed sale there is no 
need of a suggestion because tools 
for the garden are as necessary as 
the seeds, and only a blind mer- 
chant—perhaps it would be better 
to say dumb—lets a customer get 
away with only the purchase of a 
few cents’ worth of seeds. 

A Unique Display 

The Sieverding-Walz Hardware 
Co. of LeMars, Iowa, believes in get- 
ting its seed windows in early. The 
illustration shows a recent window 
that had many attractive features. 
The miniature house occupied the 
center, and the imitation grass, and 
growing things completed the pic- 
ture. The steps were built of chil- 
dren’s blocks; a toy airplane was sus- 
pended over the roof of the house; 
a toy automobile was placed at the 
side and a doll dressed as a gardener 
made every child in town drag its 
fond parent over to the window that 
was designed to sell seeds, 

A youngster can look at a toy 
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Churchill Hardware Co., Galesburg, IIl., 
vernal touch in the garden tool window and we are told that it was a real profit-maker 


house, a doll or a miniature automo- 
bile for many minutes while the 
adult gives but a casual glance, so 
the rest of this window attracted 
their attention. The background was 
made of the highly colored posters 
of the seed growers. A row of pack- 
age seeds with their bright illustra- 
tions formed a border for the win- 
dow and the signs clinched sales for 
seeds and garden tools. The slogan 
“Ask for a seed catalog” started 
many seed sales that meant larger 
gardens and finally grew into worth- 
while garden tool sales. There was 
also a sign about the garden tools 
and other things of interest to the 
prospective seed sower. 

Lots of color is needed in order 
to carry out the thought of the spring 
time. It brightens up the windows 
of the store and changes the interior 
pleasantly. Color makes people re- 
ceptive, spring makes them receptive 
and the good merchant increases his 
turnover and his profits accordingly 
by knowing these facts. 


A Few Selling Suggestions 


Here are a few suggestions gath- 
ered from successful hardware 
dealers who feature seeds. Just as 
soon as the weather permits, place 
a movable display rack for garden 
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tools at the front door and show the 
seeds on nearby tables. Some dealers 
have smaller racks or stands that 
they set out in the entrance way, with 
garden hoes, spades, forks and rakes 
showing. They all make attractive 
window displays of both garden tools 
and seeds and the majority go in for 
onion sets, grass sets, fertilizers in 
small quantities, and insecticides. 
There is good money in these addi- 
tional items and many have gone so 
far as to buy their entire seed stock 
in bulk, while others buy a quantity 
of the package goods and then buy 
the larger seeds, such as sweet peas, 
nasturtiums, beans and peas in bulk. 

None of these successful seed sales- 
men overlooks the advertising possi- 
bilities of seeds, insecticides, ferti- 
lizers and garden tools. Having 
the right thing at the right 
time always means success in any 
business, and advertising of these 
lines at this time means increased 
sales. Do not separate the lines, for 
one calls for the other. If a cus- 
tomer comes for a package of seed, 
the chances are that he needs one of 
the other companion items. If he 
comes for a spade or a hoe, there is 
no question but that he needs seeds, 
fertilizer or insecticides. Play one 
against the other. 

The illustration from the Holder 
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Hardware Company of Bloomington 
Ill., may give some dealers an idea 
regarding the use of basement space. 
The first thing to be sure of, is the 
dryness of the basement, and once 
this is determined a wall can be used 
to excellent advantage as shown in 
the illustration. This stock of gar- 
den and lawn tools happens to be 
right at the foot of the stairway 


Group Spring Lines 


A* spring opens try grouping 
such lines as paints and 
brushes, seeds, garden tools, cam- 
eras, camp outfits, auto acces- 
sories and housecleaning needs. 
The purchase of one will often 
sell items in the other lines. 


and it makes a very convenient place 
in which to show the goods. 

The window from the Churchill 
Hardware Co., Galesburg, IIl., also 
offers many possibilities in window 
display. Mr. Churchill has placed a 
toy airplane in the center of the win- 
dow with a sign—‘Airplane quality 
—Submarine prices.” It was a trade 
getter, too. Notice the floral decora- 
tions all over the window which 
gave it a real springtime atmosphere. 
There are very few items of spring 
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hardware left out of this window. 
Notice the grinders on display. That 
is a good suggestion as everybody 
needs a sharpening stone or a grinder 
in the spring. Scythes have their 
best season now and while they come 
a little later than seed time, it does 
not take long for the grass and the 
weeds to grow. Hatchets and axes 
are needed, grass shears and pruning 
shears also have a big demand. 

Put in a window of spring mer- 
chandise. Advertise your seeds and 
their companions. Clear a space in 
the front of your store and get out 
of stock all your grinders, pruning 
shears, garden and lawn tools, 
scythes and spades and put them in 
the cleared space. Price tag the mer- 
chandise even if you have the prices 
marked on the handles, and make them 
big enough to be seen at a glance. 
A good price will sell merchandise 
about as fast as a cut price, if the 
merchandise looks right. Get a sup- 
ply of seed catalogs for your cus- 
tomers and dispense garden and lawn 
information. Don’t forget the com- 
panion sale and play each sale for 
another. Make that front space in 
your store the business spot in your 
business for the next few weeks. 
Seeds mean companion sales and in- 
creased sales mean reduced over’ ad, 
greater stock turn and more profit. 


How H. G. Beatty & Co. Features Its Tire Stock 


IRES form a large part of the 

comprehensive automotive ac- 
cessories stock of the H. G. Beatty 
& Co. hardware store, Clinton, IIl. 
Hobart Beatty, of the firm, is an ac- 
cessories enthusiast, and merchan- 
dises the line on a practical, profit- 
making basis. He believes that tires 
and tubes should be an integral part 
of every hardware dealer’s stock of 
accessories, and that they should re- 
ceive the same prominence in display 
as other accessories items. 

The illustration shows how H. G. 
Beatty & Co. handles the regular 
sales stock of tires and tubes in the 
store. The tires.are kept in a neat, 
well-made rack, which is built into 
the shelving of the accessories de- 
partment. The rack is so divided 
that the various sizes are kept sepa- 
rate, and the display is so prominent 
that it simply cannot be overlooked 
by the auto owner. The tubes are 
displayed in their original cartons on 
the regular shelving adjacent to the 
tire rack. 
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Why Some. Sales Sugqqeotions gail 


~T’S human nature to do everything in the easiest 
way. Most of us are willing to let somebody 
else do the work, and we even like to let the 
other fellow do the thinking for us if he will. That’s 
one big reason why suggestion plays such a promi- 
nent part in selling. It saves us the trouble of think- 
ing for ourselves. There is one drawback to sugges- 
tion, however. It comes under two brands, positive 
and negative. The positive naturally draws a “yes” 
from a customer and the negative just as naturally 
draws a “no,” because it is even easier to. say “no” 
to a selling suggestion than it is to say “yes.” There 
are a good many men behind retail counters who 
know that they should suggest other articles than 
those called for, but too often they get their kinds 
of suggestion mixed. As a matter of fact the nega- 
tive suggestion has no place in selling merchandise, 
except when the salesman wishes to show the fallacy 
of buying an inferior article. All suggestions cover- 
ing the article you wish to sell should be positive. 
Not long ago I was in a hardware store when a 
clerk (he could hardly be classed as a salesman) was 
waiting on a customer. The man had come in with 
the definite purpose of buying a certain type of 
wrench to use around his car. He knew what he 
wanted and asked for it in plain terms. The clerk 
got out the wrench, showed it to the customer, and 
without a word wrapped it up and handed it over. 
He didn’t even say “thank you” or “call again” as 
the customer started out. Then all at once the man 
behind the counter had a hunch. Evidently some 
one had told him that he should suggest other sales. 
By the time the big idea hit him the wrench buyer 
was twenty feet away from the counter and headed 
for home, but that failed to deter the clerk. “Hey,” 
he called out, “you don’t want to buy a good tool kit, 
do you?” The customer never stopped. He merely 
slowed up long enough to say “No, I guess not” as 
he passed out the door. The clerk leaned back against 
the counter with a satisfied expression on his face 


which seemed to say: “Well, I gave him a chance to 
buy anyhow.” 

The entire transaction was poorly handled. Not 
an ounce of salesmanship was used from start to 
finish. The time to have made the suggestion of 
the tool kit was immediately after the customer had 
made his decision on the wrench and before it was 
wrapped up. The clerk again displayed poor judg- 
ment in calling out to the customer who had com- 
pleted his purchase and was on his way out. The 
third error, and the most glaring one, was contained 
in the negative question: “You don’t want to buy a 
good tool kit, do you?” The clerk said “you don’t” and 
the customer naturally agreed with him. He usually 
does, because he doesn’t mind having some one do 
his thinking for him and also because it is easier 
to say “no” when the answer is suggested. 

When the customer decided on the wrench, the 
clerk should have placed it on a paper ready for 
wrapping, and entered the transaction on a sales 
slip.’ Then he should have said: “It is a pleasure 
to work around the car when you have the proper 
tools, isn’t it?” The customer would agree because 
the answer is suggested. The natural thing then 
would be to say: “I see you like good tools, so I am 
going to show you a complete, compact practical set 
of high grade tools for use around a car.” At the 
same time he would be opening up the kit and spread- 
ing it out on the counter in front of the customer. 
by this method he would catch the prospect while he 
was still in the buying mood, and at a time when he 
had just expressed an approval of good tools. If he 
really had use for the kit suggested, the chances are 
twenty to one that the sale would have been made. 

However, the man who made the suggestion would 
not be a clerk. He would have earned his right to 
the title of salesman. 
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This is the thirteenth of a series of articles by Llew S. Soule written expressly for the retail sales- 
man. The article for next week’s issue will be entitled “How I Fell Down in Selling a Washer.” 
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Parrish Makes Hamilton, Mo., Take Notice 


Unusual Anniversary Sale of Frank Parrish § Son 
Stimulates Interest and Builds Business 


HARDWARE firm cannot con- 
A duct fourteen anniversary 
sales and pack the people in 
the streets, as is shown in this illus- 
tration, without the rest of the 
hardware wanting to know some- 
thing about it. The picture was 
taken at the fourteenth sale con- 
ducted by Frank Parrish & Son, 
Hamilton, Mo. This firm has been 
in business for nineteen years and 
during the fourteen anniversary 
sales held it has had ample oppor- 
tunity to form some definite opinions 
as to the value of this kind of adver- 
tising. 

J. F. Parrish, who is also vice- 
president of the Missouri Retail 
Hardware Association, made _ the 
statement he thought at one time 
that people would tire of the sales 
and so they were constantly on the 
lookout for new ideas and sugges- 
tions, and, surprising as it may seem, 
the sales have grown larger each 
year. The picture of the crowd in 
front of the Parrish hardware store 


i 
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Some of those who attended the fourteenth anniversary sale of Frank Parrish & Son, Hamilton, Mo. 


was taken at the sale held last Octo- 
ber. All previous records were 
broken during the week in which it 
took place. 


“Parrish Day” in Hamilton 


This anniversary sale brings so 
many people to Hamilton that the 
merchants of the town call it “Par- 
rish Day” and they all do the largest 
amount of business in any one week 
during the year. This last year the 
Chamber of Commerce hired a band 
to furnish music, and the various 
special sales and contests brought 
in the crowds that filled the streets 
from side to side. 

Now here is the surprising thing. 
Hamilton is rated, according to the 
last census, at 1700 inhabitants. 
Look at the picture again with the 
crowds packing the streets and see 
what advertising will do for a wide 
awake, reliable concern. It was 
“Parrish Day,” without doubt, but 
every merchant in that town reaped 
a rich reward from this aggressive 


hardware firm. Also stop to think 
of a town of 1700 having a wide 
awake Chamber of Commerce. 

You can’t keep a good man down 
and that is one of the big reasons 
the Missouri dealers elected “Jake’’ 
Parrish to the vice-presidency of 
their State association. 

Now that you have the picture of 
the crowds that packed the streets, 
we'll submit the plan itself for your 
approval. The first announcement 
was made on Oct. 5 in a half-page ad 
of the local paper that the anniver- 
sary sale would be held from Satur- 
day, Oct. 21, to Saturday, Oct. 28. 
To start the ball rolling a prelimin- 
ary sale was scheduled for Saturday, 
Oct. 7. On this day double ballots 
for the most popular lady were given 
to all making purchases. The one 
obtaining the greatest number of 
votes was to receive a kitchen cabi- 
net, and, of course, the name of the 
cabinet was widely advertised. 
When the final count was recorded it 
was found that the most popular 
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The store is in the background 
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lady had received a total of 140,285 
votes. 

The next week announced the 
kitchen cabinet again and a range 
with more details. At the bottom of 
the ad was the following in big let- 
ters—“Watch for the announcement 
next week of the real bargains we 
are getting together.” 

A Real Bargain Week 

The third advertisement run dur- 
ing the week of Oct. 19, took an en- 
tire page. At the beginning of the 
ad, the policy of the firm was out- 
lined as follows: 

“Nineteen years of service to our 
customers in the community of 
which we are proud. We have tried 
to make our service worth while as 
we figure no one is entitled to a 
place in a community without ren- 
dering real service to it. Quality 
merchandise at a reasonable price 
has always been our policy and: our 
hobby and this anniversary sale is 
just one of our means of showing 
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appreciation of the favors shown us 
and your patronage in the past.” 
This also helped to arouse interest. 

Then followed further announce- 
ments of the popularity contest for 
the kitchen cabinet. There were 
listings of various presents to be 
given away, both to the adults and 
the youngsters and explanations of 
the rules governing the awards. 

As an added feature, there was the 
grab bag sale at 25 cents with mer- 
chandise valued from 25 cents to 
$1.50. Specials on queensware alu- 
minum and hardware items were 
also offered. Paring knives and 
screw drivers were offered at 10 
cents each; a good grade hammer at 
69 cents; 100 pocket knives of $1 to 
$1.50 value at 69 cents and juvenile 
vehicles at $1.50. 

The fourth advertisement  ap- 
peared one week later, on Oct. 26, 
while the sale was in progress, and 
took an entire page, repeating the 
feature and bargains and announc- 
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ing final arrangements relative to 
the presents. 


Favorable Publicity 


No one tried to estimate the num- 
ber of people who came to town dur- 
ing the week but the local press gave 
the firm a column on the sale and 
commented upon the way in which it 
helped the business of the town. It 
is also worth noting that in the 
fourteen years these sales have been 
conducted that only one had to be 
postponed on account of bad weather. 

This is surely an indication that 
the hardware store of Frank Par- 
rish & Son is well thought of by the 
town and community, and that it has 
rendered distinctive service in bring- 
ing in record-breaking crowds for 
fourteen consecutive years. 

If you have not been a believer in 
“special” or “anniversary” sales in 
the past, perhaps you will want to 
try the plan outlined or some similar 
plan, in order to test its value as a 
business booster. 


Short Cuts to Additional Profits 


A Few Selling “Wrinkles” Which Have Agitated 


N 1922 W. I. David, Smyrna, Del., 

sold twenty buggies to farmers 
living in and about Smyrna, the 
total population of which is less than 
2000. Mr. David keeps six as- 
sembled buggies in a display room 
built to the left of his main sales 
room. On the walls of this room are 
to be found harness and horse col- 
lars on display. His sales appeal on 
buggies is limited to keeping one eye 
open at all times for farmers who 
are driving shabby or broken car- 
riages. Mr. David has learned that 
the subject of a new buggy must be 
tactfully presented so as not to 
cause offense to the prospect. His 
suggestion is to tell the prospect that 
he has heard of a big profit made on 
wheat or some other product and to 
casually mention that the farmer 
will now be “wanting one of those 
buggies inside.” If it is» not the 
harvest season you have to try an- 
other indirect approach, says Mr. 
David. 


F you had lived in Lumberport, 
W Va., last November L. C. 
Oyster would have given you a pair 
of socks free. This progressive 
hardware dealer who calls his busi- 
ness the “Big Little Town Store” 


Hardware Cash Registers 


mailed one sock to each resident of 
Lumberport and the nearby surround- 
ing country. To the stock was attached 
the mailing tag which informed the 
recipient that the tag was good for 
the ‘‘other sock” gratis, making it a 
complete gift of one pair of socks 
per man in the district. The only 
requirement aside from bringing the 
mail tag and one sock was a time 
limit. To claim the other sock the 
customer had to come to the store 
during Oyster’s Thanksgiving Sale 
Nov. 24 to 29. We called the re- 
cipient of the free socks “customer” 
because most of them came in pros- 
pects but went out as customers for 
carving sets, boilers, roasters, and 
other essentials needed to put over a 
real Thanksgiving dinner. 


LONG ISLAND dealer with a 

gas pump out in front of his 
store has hung a large sign on the 
pump reading “You need at least one 
quart of oil with each five gallons of 
gas.” Steady customers have gotten 
into the habit of following this ad- 
vice and will say, “Give us five and 
one.” This is a good idea. You 
never saw a waiter forget to suggest 
“coffee?” 


HARDWARE dealer in Wil- 

mington, Del., calls his electri- 
cal appliance department ‘“‘The Wife- 
Saving Station.” In his advertising 
on vacuum cleaners, electric toasters, 
washing machines, electric ironers 
and irons, electric egg beaters or 
other electric labor saving devices 
for the home, he features these items 
as being displayed at his ‘“Wife’s 
Saving Station.” This novel scheme 
has appealed to many men customers 
who have been easy to convert into 
purchasers of electrical goods. 


ARKER, ROSE & CLINTON 

CO., Elmira, N. Y., has pur- 
chased about 10,000 paper napkins 
with the firm name, trade mark and 
address printed lightly in blue ink 
on the corner. These napkins are 
furnished gratis to banquets held 
by and for charitable or church or- 
ganizations. These organizations 
are always pleased to obtain these 
napkins and the Barker, Rose & 
Clinton Co. receives the benefits of 
this publicity. L. R. Clinton is the 
man responsible for this and many 
other novel advertising ideas of this 
company. 
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Lo WILM, HARDWARE & RUBBER CO, 
General Hardware 


Accessories 


The Wilmington Hardware & Rubber 
Co., Wilmington, Del., Has 
Built Up a Good Business by 


Interesting Women Prospects 


ERCHANDISING experts 
| have frequently stated that 


the general hardware store 





will eventually give way to the spe- . ‘ 
cialty shop. The increase in the 
number of specialty stores of all the very nature of their specializa- years was exclusively an auto acces- 


kinds in the larger cities has been tion. The automobile accessories sories and tire shop. But the first 
pointed to as proof of this conten- shop, for instance, finds that it has of the year this firm changed its 


tion. to stock many strictly hardware name by the insertion of the word 

But one of the things that the ex- items besides its regular accessories “hardware” and it is today one of 
perts have failed to take into con- merchandise. the most progressive and thriving 
sideration is the fact that many of The Wilmington Hardware & Rub- retail hardware firms in the city of 


these specialty shops are limited by ber Co., Wilmington, Del., for nine Wilmington. It carries a $10,000 
stock of auto accessories and tires 
and a $9,000 stock of hardware and 
housefurnishings. S. M. Clayton, 
manager of the store, handles the 
accessories end of the business and 
J. D. Ubil is in charge of the hard- 
ware department. 

As the photographs show, the Wi- 
mington Hardware & Rubber Co. 
believes in display and advertising 
3esides the large illuminated sign 
on the front of the building the firm 
advertises consistently in the local 
newspapers and makes extensive use 
of advertising circulars, which are 
sent to a large mailing list. 








Here is one of the firm’s displays. 
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Too.s occupy the position of prominence but 


accessories and radio equipment are also featured 


Garages and shops are regularly 
canvassed by salesmen of the firm 
who represent the accessories depart- 
ment, and a large business has been 
built up in this way. The tire and 
accessories stock is turned over four 
times a year. 

Special sales are held frequently 


A Raek for Block and Tackle 
Stock 


F your store is in an industrial 

section or a farming district or 
even in a neighborhood where there 
is a good demand for block-and-tackle 
equipment, the rack illustrated on 
this page will appeal to you as a good 
idea. This is to be found at the re- 
tail store of E. Bayley & Son, Patch- 
ogue, L. I., and was designed by 
E. Lyman, manager. 

The main supports on the side 
are the old reliable 2 by 4’s and 
are perhaps 8 ft. in length, with 
a spread between of 6 or 7 ft. 
The five cross rods are hung far 
enough apart to permit the sus- 
pension of the block-and-tackle stock. 
These cross rods may easily be 
made from l-in. steel rod or 1-in. 
pipe. The pipe is probably the better 
material. Holes 1 in. in diameter 
drilled in the wood supports at the 
proper point will enable you to force 
the pipe or rod through for a snug 
fit. These cross pieces should extend 
not more than 1 in. from either side, 
and may be secured by driving a 
taper pin or cotter pin through a 
small hole, which you can drill in the 
pipe or rod. 


on auto tools, accessories and parts, 
and also in the housefurnishings de- 
partment. Although the hardware 
department is only a little more than 
three months old, it has already 
shown remarkable growth, because 
Mr. Ubil has made a strong attempt 
to interest women customers in spe- 





Each cross rod, if made on a spread 
of 6 ft., will accommodate about 
twelve pulleys. You can, of course, 
adjust these measurements to suit 
your available space. The floor sup- 
ports are the common type of 1-in. 
angle irons. Wooden cleats might 
also be used, but the angle irons are 
cheap and easily put in position, and 
give a very secure and simple base. 
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Handy rack for carrying block and tackle 
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cial sales and assortments in the 
housefurnishings line. 

In handling housefurnishings Mr, 
Ubil believes that in many places 
women clerks can be of more service 
to women customers than men can. 
Women are used to dealing with 
women in the department stores and 
if they go to a hardware store, he 
believes, they often feel that they 
are going to a man’s store. 

For that reason women clerks 
often do more to get women started 
visiting the store than any amount 
of advertising. Special bargain 
tables on which selected assortments 
of pans, dishes, kitchen utensils and 
cutlery are placed are also used to 
good advantage by Mr. Ubil in stim- 
ulating interest and trade. 

Mr. Ubil holds that display is the 
most important thing for a retail 
hardware merchant to study. Dis- 
play of goods in the window and in- 
side the store, he says, is developing 
into a fine art and the store that 
neglects it will lose business. The 
experience of this firm is somewhat 
unusual and it will be interesting to 
watch its growth from an auto acces- 
sories shop to a balanced and depart- 
mentized hardware house. 


Turning $1,000 in Cutlery 
Three Times a Year 


N Chestertown, Md., a town of 

2500 population, William L. Culp 
turns a cutlery stock valued at 
$1,000 three times a year. This 
business is largely in pocket cutlery, 
such as pen knives or jack knives. 
Mr. Culp has done this by handling 
high quality lines and by keeping a 
varied stock always on display. He 
says he has found that men take 
considerable pride in their pocket 
knives and he sells them only the 
best. In this way this hardware 
dealer has built up an unusually 
good reputation as a retail distribu- 
tor of cutlery items. Culp keeps his 
cutlery show cases up front where 
they are seen by every one entering 
the store. 


New Fishing Guide Issued 


The South Bend Bait Co., South 
Bend., Ind., has issued a handy booklet 
called “Fishing — What Baits and 
When.” The booklet contains a num- 
ber of illustrations of catches and de- 
scribes the company’s products, with a 
view to showing the proper bait to be 
used for various kinds of fish. 
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Drying the bristles 
at Shanghai, China 





The Business End of a Paint Brush 


varnish brush is composed of 

hog’s ‘bristle. Most buyers 
and users of paint and varnish 
brushes know this fact, and the 
knowledge of many of them regard- 
ing bristle ends at this point. About 
one year ago Walter D. Foss, presi- 
dent of the Wooster Brush Company, 
Wooster, Ohio, made a trip through 
some of the bristle preparing and 
distributing centers of China. Dur- 
ing this trip a number of pictures 
were taken illustrating some of the 
processes through which  hog’s 
bristle passes before it is shipped to 
this country. 
A large proportion of the bristle 
in the paint and varnish brushes 
used in this country comes from 
China and it grows on our old 
friend, the China hog. This animal 
develops a considerably heavier crop 
of bristle than is possessed by our 
own domestic porker. 

The hog is killed by the farmer in 
very much the same manner as it is 
in this country. The meat is used 
for food, and the bristle is saved by 
the farmer. If he raises hogs on a 
large scale, it is quite possible that 
he markets his bristle himself. Us- 


T HE business end of a paint or 


The First Article of 


a Series on Paint 


Brush Manufacture 


By Cliff Foss 





ually, however, it is collected by peo- 
ple in the bristle business in much 
the same manner as eggs are col- 
lected in this country. When the 
bristle collector gets one or several 
bags of bristle, these bags are about 
the size of a two-bushel grain sack, 
he is ready to do business with the 
man who dresses and prepares it for 
shipment. The bristle collector 
takes his supply of bristle to a town 
in China which has dressing estab- 
lishments, where he offers his bristle 
to each company until he finds the 
highest bidder and then disposes of 
it. And our series of pictures be- 
gins at this point. 

The accompanying _ illustration 
shows the drying yard of Hung 
Zung Tai Bristle Company at Shang- 
hai, China. The men in the picture, 
reading from left to right, are W. 
Gates, an English bristle merchant 


who has been a resident of Shanghai 
for twenty-eight years; Yui Sing 
Yao, manager of Hung Zung Tai 
Bristle Co., Shanghai; Walter D. 
Foss, president of The Wooster 
Brush Co., Wooster, Ohio, and the 
superintendent of Hung Zung Tai 
Bristle Company. 

After the bristle has been pur- 
chased from the first collector or 
from the farmers themselves, the 
first operation is drying -for the pur- 
pose of getting rid of the pig skin 
and other foreign materials which 
may be sticking to it. The sacks are 
emptied on the ground and the 
bristle is spread out in the sun, as 
shown in the picture. It remains in 
this state until the foreign material 
is absorbed by the atmosphere and 
disposed of by flies. This fact is 
rather interesting as the flies really 
do eat a large percentage of the for- 
eign substances. The length of time 
the bristle lays in this condition de- 
pends entirely on the condition of 
the atmosphere and also on the 
amount of pig skin upon it. Need- 
less to state, the immediate vicinity 
of a bristle drying yard is not swept 
by the sweetest breezes that blow in 
that section. 
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Egypt—a Present Day Hardware Asset 


Current Events Add 
Human Interest 


to Business 


peated query, “O grave, where 

is thy victory?” has in a sense 
been answered from the tomb of an 
Egyptian Pharaoh. Indeed, the name 
of Tut-ankh-Amen is more potent 
today than it was thirty centuries 
ago when its proud owner strode the 
earth and mingled the dust of Egypt 
with the romance of human destiny. 

As a civilization buried for thirty 
centuries rises from the tomb to re- 
assert, for a fraction of time, its 
tyranny upon the minds and fash- 
ions of the subdivided races of the 
earth, men’s imaginations reflect the 
vivid hues of the oriental gems and 
burnished metals that filled the an- 
cient vault with such legendary 
splendor and abundance. 

The susceptibility of the twentieth 
century imagination to the mortuary 
relics of a remote and alien people 
affirms again that doctrine of eastern 
philosophy that recognizes no past 
nor future but only eternity, which 
is forever present. 

This skeleton in the center of the 
page, for instance, is a steel ribbed 
fact proving that all time is in the 
present. A man conceives this idea, 
let us presume, while reading about 
a dead king, who nevertheless is 
present in his mind. He executes 
his idea in the present with the ex- 
pectation of employing it in the 
future, which in turn is present in 
his imagination. The human mind 
exists always in the present. The 
past and the future exist, literally 
and figuratively, only in the mind. 
Therefore, since the mind exists in 
the present only, and since both the 
past and the future dwell only in the 
mind, both must be forever present. 


S: PAUL’S most frequently re- 








A Novel Example of 
Constructive 


Publicity 


It seems quite obvious that the 
use of this skeleton in a hardware 
store demonstrates the relation of 
thought and current events to the 
distribution of hardware. Business 
is so much a part of current events 
they cannot be separated. And yet 
the use of current events by business 
was unheard of before the develop- 
ment of advertising. Even now men 
ask, “What has Egypt to do with 
hardware?” 

This skeleton is one answer. The 
hidden treasure sale of Barker, Rose 
& Clinton at Elmira, N. Y., is an- 
other. The endless possibilities 
Egypt presents for window displays 
and advertising is another. But the 
essential fact is that the more inter- 
esting business can be made, the bet- 
ter it will be for everybody connected 
with it. 

This skeleton assembled by the 
Billings & Spencer Co., Hartford, 
Conn., and photographed at the 
Chandler & Farquhar Co. store at 
Boston, Mass., with its head made 
of small gun and machine parts, its 
shoulders of beater arm forgings, its 
ribs of bicycle brake levers, its back- 
bone of bicycle crank hanger forg- 
ings, its breastbone an_ elliptical 
sprocket wheel, its arms and legs 
connecting rods, its pelvis bones C 
clamps and its fingers and toes nut 
cracker forgings, would command 
the attention of men anywhere. 

There are any number of events 
happening every day of both gen- 
eral and local interest that may be 
used to advantage for displays, for 
advertising and for publicity by the 
progressive hardware merchant who 
would vitalize his business with 
human interest. 


An Efficient Paint Follow-Up 


N Indiana merchant makes it a point to keep an 
[ accurate record of paint sales to customers who 
are re-painting houses, barns or other large build- 
ings. At the end of a year he sends the customer a 
friendly follow-up letter, in which he expresses the 
hope that the paint has given satisfaction. With 
this letter he incloses some paint literature. At the 
end of the second year another letter is sent out, 


mainly to prove to the customer that his trade 1s 
valuable, and that he has not been forgotten by the 
dealer. At the end of the third year a letter is mailed 
the customer reminding him that three years have 
elapsed since the building was painted and caution- 
ing him that to keep a painted house in good condi- 
tion, the re-painting should be done before the paint 
begins to show serious signs of deterioration. 
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Stimulating Spring Buying with a Sale 


A. Swanson’s Sons, Red Wing, Minn., Introduces Spring 
Lines with Combination Sale and Demonstration 


VERYBODY, with the possible 
exception of the coal man, 
likes to see winter go on its 


way so that they can welcome 
spring with open arms. Long be- 
fore the snow has disappeared 


signs are to be seen showing that 
Mother Earth is beginning to pul- 
sate with new life. People’s minds 
begin to plan for the new season of 
growing things. The hardware man 
relegates the winter merchandise to 
the warehouse and cleans house. 
As the farmer plans his plowing 
and planting, the housewife her 
cleaning, the schoolboy his vacation 
and baseball, the out-of-doors man 
his garden, so the hardware man 


plans his spring sales. Spring 
means growth. Everything grows 
during these months, and business 
should grow at the same time. The 
farmer plows his land and makes it 
ready for the planting. The hard- 
ware merchant plans and executes 
a big spring sale so that he, like the 
farmer, can harvest a golden crop. 
Swanson’s Starts Things Moving 
Last year A. Swanson’s Sons, Red 
Wing, Minn., started their business 
plowing and planting at an early 
date. Other merchants of Red 
Wing were also active, and they all 
combined into putting on a united 


sales and exposition week, begin- 


ning April 10. Advertising matter 
was circulated to homes within a 
fifty-mile radius of the city. 

The store of A. Swanson’s Sons 
offered sixteen demonstrations of 
various household articles. The 
Training School band was secured 
to play and at the close of the day 
they were given a dinner by the 
merchants. Style shows using liv- 
ing models were put on by some of 
the stores, and the display windows 
were utilized for showing various 
styles. Clothing stores displayed 
latest fashions for men. Shoe stores 
made special exhibits, and garages 


turned their places. into regular 








At the right is a 
display of fishing 
tackle installed by 


A. Swanson’s Sons 
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automobile shows. Everybody had 
The illustration 
the top of the page 
shows the a 
windows featuring 
gas stove and 
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a big sale of some kind in addition 
to displays and demonstrations. 

The first step taken in holding 
this sale was to secure special val- 
ues in merchandise. A. Swanson’s 
Sons started months ahead to look 
about for values which were sea- 
sonable or staple all the year round 
sellers. They said that merchan- 
dise which could not be used at once 
had very slow sale value and they 
kept away from that kind of mer- 
chandise. 

Advertising was used extensively 
and entire pages in the local papers 
heralded the approaching event. 
One full page was devoted to hard- 
ware items and another 
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hibition and sale. Each line was 
separated as far as possible, and 
this gave the visitors the oppor- 
tunity of getting all over the store 
to see the different displays and 
demonstrations. These factory rep- 
resentatives demonstrated ranges, 
washing machines, refrigerators, 
oil stoves, cutlery, tires, paint, barn 
equipment, guns and fishing tackle, 
lubricating oils, gasoline engines, 
general farm machinery, furniture, 
etc. 
Price Cards Used 


Price cards were used generously 
throughout the store and all sales 
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results obtained. Not only were our 
sales of special merchandise large 
enough to give us greater profits 
than would have been possible 
during the same period of ordinary 
trade, but we also sold a consider- 
able amount of spring and summer 
merchandise not ordinarily possi- 
ble at that time. We received such 
a start through the advertising of 
these lines that we closed sales 
long after the sale week, which 

were really made at that time.” 
As soon as the merchants saw 
what the storm was liable to do to 
their sales week, they advertised all 
the harder and kept the stores open 
in the evening for the 





page was divided between 
furniture and implements 
which the firm also sells. 
Half pages were also 
used, one of which adver- 
tised vacuum cleaners, a 
payment plan, premiums 
for purchases and an an- 
nouncement of a continu- 
ous demonstration. A 
quarter page was devoted 
to kitchen cutlery, using 





ment. 


Bins Help Paint Sales 


A WESTERN dealer has increased his paint turn- 
over from three to twelve times a year by 
placing bins under the counter of his paint depart- 
The salesmen are instructed whenever a cus- 
tomer asks for nails to call his attention to the 
paints, varnishes, stains, brushes, etc. 
check-up shows that an average of one nail customer 
out of every five can be sold paint by this method. 


A careful 


benefit of those who could 
get to town. By all the 
merchants’ getting  to- 
gether and publishing a 
big sales circular they 
were able to present their 
merchandise and _ their 
firms to over 10,000 fam- 
ilies in and about Red 
Wing. This served to 
give them the finest type 
of advertising of a kind 








some specially priced 
items. For instance, a 15-cent 
paring knife was sold for 1 cent if a 
49-cent butcher knife was also pur- 
chased. Another quarter page was 
devoted to stoves and ranges and 
called attention to the superior quali- 
ties of the line in question and out- 
lined a payment plan. A porcelain 
top table was offered with each range 
sold. Furniture came in for its 
share of advertising space, as did 
the washing machines, oil stoves 
and refrigerators. Kitchen cab- 
inets were pictured in half-page ads 
announcing a payment plan and a 
ten-piece cutlery set with every 
sale. 

About fifteen factory representa- 
tives were present during the ex- 


Signposts to Success: 


goods was plainly marked. Window 
displays of sales merchandise were 
made and the advertising was fol- 
lowed up daily. The second day 
brought a snow storm which all but 
blocked the roads leading to town. 
In spite of this the townspeople and 
those living out a short distance 
came in and bought in very good 
quantities; in fact, if the weather 
and roads had been good, Swanson’s 
stated they would have had more 
business than they could have han- 
dled. 

Considering the way in which the 
storm cut into the plans, it,is inter- 
esting to note what this firm thinks 
of these spring sales. They said: 
“We are very well pleased with the 








that will have a lasting 
effect on sales. 

The merchants of Red Wing 
planted their crop and carefully 
cultivated it. The harvest was 
golden and more bounteous than 
they had expected, even if the ele- 
ments seemed to have conspired to 
ruin all their efforts. A spring sale 
this year will be a great stimula- 
tor of business in any community. 
Conditions are better than they 
were a year ago. There is more 
money. The future is brighter and 
a wide-awake hardware man will be 
starting his plans early this year 
so he can reap a harvest of golden 
profits. 

Why not introduce your own 
spring lines with a similar sale? 


Fighting Spirit 








ITHOUT a real fighting spirit no one can hope 

to get very far in the business world. But 

do not make a mistake here and imagine that the 

fighting spirit means a “scrappy” nature. By no 

means. There is the greatest difference in the 

world between the person who is a fighter and one 

who is just “scrappy.” In fact, the greatest weak- 

ling, the most incurable coward, may be “scrappy” 
and disagreeable. 

The fighting spirit means the ability to “keep on 
keeping on” and to do it with head up, a cheery, 
“never say die” expression of countenance. The fight- 
ing spirit always wins. The fighting spirit belongs to 
people who love their work, who are rarely discour- 
aged and who have the ability to come back quickly 


even when discouragement does temporarily get a 
hold on them. The ones who lack it usually dislike 
their work, they work only because they must. They 
are like the soldier who waits to be drafted and hopes 
all the while the draft may miss him, not like the one 
who, believing in a cause, offers his life for it. 

If you have been a cowardly quitter, quick to feel 
discouragement, always wanting to quit when you 
must stand fire, brace up. Become a real fighter, 
the better fighter and soldier you are the less often 
you will see petty insults, feel an inclination to be 
“scrappy” and the more quickly will success come 
to you. 

By all means, cultivate this fighting, conquering 
spirit and begin right now to do it. 
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EDITORIAL COMMENT 


The Hardware Buyer’s Job Today 


HE retail hardware buyer’s job has never 
been an easy one. Just now it is a posi- 
tion demanding more thought, skill and 

knowledge than at any time in the past. 

A few years ago the buyer was at his wits end 
to obtain merchandise. He placed orders at 
every possible opportunity, hoping by this 
method to at least keep his stock up. Then all 
at once something happened. The public stopped 
purchasing. At the same time orders placed so 
far back as to be practically forgotten, began to 
roll in. Cancellations became as common as the 
orders had been a few months before. 

It was a slow, hard climb out of the cellar 
the buyer found himself in.* Prices declined, 
sales almost stopped, collections were few and 
far between. Hundreds of merchants simply 
could not buy, and stocks gradually dropped be- 
low normal. Then came another change and the 
public gradually loosed its purse strings again. 
The seller was in the saddle, and slowly, but 
surely, business headed upward. We were back 
on the road and headed toward prosperity again. 

But still there were disturbing factors. Labor 
clamored for lower living costs, and higher 
wages in the same breath. Fuel shortages slowed 
up production of manufactured articles and ad- 
vanced costs. At the same time the farmer 
found his market slow and prices for his pro- 
duce out of proportion to the prices he must pay 
for merchandise. 

Some betterment has been noticed in these par- 
ticulars during the past six months, but the 
farmer’s produce is still out of line with other 
commodities. Labor is perhaps more satisfied, 
but labor prices are high. The fuel situation is 
better because winter is over. Transportation 


is still far from perfect, and will still give cause 
for worry at intervals. 

Meanwhile prices of practically everything in 
the hardware line have been advancing steadily. 
A strong upward movement in wholesale prices 
has been in progress for some time. There are 
apparent shortages in some lines. Meanwhile 
there is an honest difference of opinion as to 
what the future holds in store—as to whether or 
not a period of inflation is close at hand to be 
followed by another so-called “Buyers’ Strike.” 
It is at least a time for careful, considerate and 
conservative buying on the part of the retail 
merchant. The profits of the past, as well as the 
future, depend upon his buying. 

The probabilities are that we have a busy 
spring and summer ahead of us; that stocks must 
be kept up in range in order to hold business; 
that merchandise sure to be sold within the next 
few months should be purchased. But there 
should be no speculating, no overbuying, no du- 
plicating of orders. 

The business outlook on the whole is favorable. 
There is little unemployment, good wages pre- 
dominate and there is every indication of a bet- 
terment in the farmer’s condition. If business 
men are conservative, if they do not try to over 
play their hands, business should continue good 
for along time. The retailer is as much a factor 
in keeping business good as the manufacturer or 
the jobber. If he pyramids orders, he will help 
to pyramid prices, and if orders and prices are 
allowed to pyramid there will come a time when 
the public will refuse to buy. We are not in that 
period now, neither are we actually near it, but 


that does not mean that we are immune. It 
merely means that there is still need for sound 
common sense of the stop, look and listen variety. 
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The Old English Alphabet and Its Gses 


By Joseph Bertram FJowitt 


HOW-CARD writing opens up an 
endless 
Although few show-card writ- 


copy 


field for originality. 


the different designs of 
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Plate 


a good investment 


Announcing, the 


Bird of Paradise 


everything that 
fective and artistic and thereby get 
new ideas which they work out in 
their own way producing something 


fully original as anything they 


is attractive, ef- 


have seen. 

This idea of start- 
ing a word with an 
Old English letter is 
not original ‘with the 
writer, but we would 
venture to state that 
there is no _ set of 
show-cards anywhere 
just like these. While 
the general idea of 
these cards is not new, 
the layout, reading 
matter, design of let- 
tering and color 
scheme is entirely dif- 
ferent from anything 
yet displayed. 

The beginner who 
has not had much ex- 
perience at lettering, 
may think this Old 
English alphabet very 
difficult, but it is not 
intended to be used 
for anything but il- 
luminated capitals— 
not more than one or 
two on each show- 


card. In such a case the beginner 
can afford to spend a little extra 
time on each letter. 

By studying the different elemen- 
tary strokes at the bottom of the al- 
phabet plate the beginner can exer- 
cise on all the basic strokes used in 
making the entire alphabet.  Al- 
though it may appear difficult to ex- 
ecute them they are single stroke 
letters fully as much as the Egyp- 
tian or Roman alphabets. When 
practicing the elementary strokes 
the beginner should be careful to fol- 
low the direction the arrows point as 
none of the strokes are made upward 
but from left to right and down- 
ward. 

By close observation the reader 
will notice the great similarity in de- 
sign of these letters. For instance, 
the letters P and R are designed on 
the same principal as the letter B, 
and the letters F, J, J and L on the 
same principal as the letter E. A 
simple brush stroke at the bottom of 
the letter O transforms that letter 
into a Q while the letter C is 
quickly changed into the letter G. 
The V is just one-half of the letter 
W and so on. 

The Old English capitals are sel- 
dom used as reading type as they are 
exclusively ornamental letters and 
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are not easily read when used in a 
word or sentence. If they are used 
for illuminated “caps,” however, 
they will enhance the appearance of 
the plainest lettered show-card. 

The scroll work shown around the 
Old English “caps” in these illustra- 
tions was copied from wall paper de- 
signs. The way to do this is to first 
copy the design in pencil, then fill in 
the scroll with the grey color, using 
a No. 6 or 10 brush and then make 
the “caps” in bright colors. The Old 
English G in “Gilbert”? was done over 
a very light grey background in 
white show-card ink. After the 
white had thoroughly dried the let- 
ter was edged all around with a 
bright vermilion red using a No. 6 
brush following which the letter was 
shaded with a golden yellow. This 
adds just enough color to make the 
card decidedly attractive. 

The capital S in “Slaymaker” was 
done in light vermilion with a dark 
red line running through the center 
of the letter and this was afterward 
shaded in two tones of light grey. 

The M in “Mengel” was done in 
dark purple over a light grey back- 
ground. The capital C in “Commu- 
nity” was done in light blue with a 
dark blue outline and golden yellow 
shade. 

One of the most important things 
in making Old English letters is the 
proper selection of the brush. For 
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best results the 
beginner should 
have a_ genuine, 
red sable show- 
card brush No. 
10 or 12, in round 
ferrules. Before 
starting the 
brush should be 
well immersed in 
the ink and 
worked into a flat 
chisel edge shape 
on a smooth piece 
of paper. If the 
ink is the right 
consistency the 
brush will hold 
its shape. 

All show - card 
ink comes ready 
for use for the 
brush. If, how- 
ever, it becomes 
too thick to work 
properly, as the 
result of evapora- 
tion, do not pour 
water into it but 
add only a few 
drops at a time. 
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The beginner should understand that !common 


it is next to impossible to make uni- lthey give a wonderfully artistic ef- 
form single stroke letters with thin, | fect for the time required to pro- 
duce them, they may be regarded as 


watery ink. 


When one stops to consider that being 
these illuminated capitals are not pended. 
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This chart illustrates the basic strokes and the finished letters of the Old English alphabe? 








~] 


vt 


locks 


44 


Pe nbditheed mete 


ee we 


i) 








HARDWARE AGE 





April 19, 1923 








CURRENT NEWS 








St. Louis Jobbers Celebrate 
Twenty-first Anniversary 


Officers of the Geller, Ward & Has- 
ner Hardware Co., Inc., wholesalers, 
410-14 North Fourth Street, St. Louis, 
Mo., recently celebrated the twenty- 
first anniversary of the organization 
of the firm by a dinner held at the Mis- 
souri Athletic Association. 

The ten members who organized the 
company twenty-one years ago occupy 
the same positions today as they did 
when the firm was started. It is also 
regarded as a singular coincidence that 
the wives of the ten directors, to whom 
they were already married at the time 
the company was organized, are still 
living. When the firm started it had 
only one traveling salesman. Today it 
has sixty-two traveling men, covering 
the United States, Mexico, Central 
America and the West Indies. An addi- 
tional warehouse was recently leased to 
provide facilities for business expan- 
sion. 

The ten original founders are the of- 
ficers and directors: H. W. Geller, 
president; D. F. Kingsland, first vice- 
president; Emil Homer, second vice- 
president; Ira W. Love, secretary; E. 
F. Partenheimer, treasurer; F. J. Rep- 
penhagen, L. T. Ward, C. H. Hasner, 
H. J. Hopkins and A. J. Austin. 





To Move Plant and Quadruple 
Output 


The National Carbon Co., Inc., is re- 
moving its eveready plant from Long 
Island City, N. Y., to Cleveland, Ohio, 
where, it is stated, the company’s pro- 
duction of flash lights and radio bat- 
teries will be quadrupled. The battery 
department will occupy a three-story 
building, which was erected for war- 
time production and which has been re- 
equipped for the new department. 
Among the executives who will be 
transferred from the Long Island plant 
will be A. V. Wilker, general superin- 
tendent; Charles Randall and W. H. 
Hines, in charge of production. 





Frisco Firm to Expand 


In order to provide accommodations 
for its increasing business, Williams 
Bros., Aircraft Corp., San Francisco, 
Cal., has made plans for an expansion 
in production facilities involving twice 
its present floor space. The added fa- 
cilities will be used, it is said, in the 
production of the Williams Accelerator 
and the Williams “Junior,” a recent 
medium priced addition in the Ford 
foot throttle field. Negotiations are 
also under way for another factory to 
supplement the present plants at San 
Francisco and San Carlos. 





Summer Exhibit at Atlantic City 


Manufacturers and jobbers of hard- 
ware will be asked to exhibit on the 
Million Dollar Pier at Atlantic City, 
N. J., from June 16 to September 8, 
when the American Home and City 





Beautiful Association holds its Ameri- 
can Industries Exposition. The expo- 
sition will be held during the height 
of the summer season during which 
time it is estimated that 10,000,000 
people will visit the resort. A section 
has been set aside, it is said for a 
special hardware exhibit. The exposi- 
tion is under the management of A. 
Conrad Ekholm. 


Hanson M. Savage Dies 


Hanson M. Savage, Cohasset and 
Boston, president Wetmore-Savage Co., 
Boston, electrical supplies, ete., col- 
lapsed Tuesday, April 10, on Common- 


wealth Ave.. Boston, while walking 
= Mrs. Savage. He died shortly 
after. 


Mr. Savage devoted the greater part 
of his time and effort to the company’s 
branch store on Massachusetts Avenue, 
automobile accessories, and was widely 
known and respected in the New Eng- 
land hardware trade. 

Mr. Savage was born in South Rox- 
ton, P. Q., Sept. 5, 1879, and went to 
Massachusetts while a young man. His 
first electrical work was with the Gen- 
eral Electric Co., West Lynn, Mass. 
The firm of which he was president was 
formed April 16, 1906. Mr. Savage was 
a member of numerous fraternal soci- 
eties and social and business clubs. 
Funeral services were held Friday, 
April 18, at Cohasset, and burial was 


| in that town. 





Specialty Display Case Co. Opens 
Chicago Office 


The Specialty Display Case Co., Ken- 
dallville, Ind., has recently opened an 
office and display room in the Medinah 
Building, 237 South Wells Street, Chi- 
cago, Ill., where a complete line of the 
Kwiksale display cases is on view. 


__ ‘ 


National Brass Co. to Build 


The National Brass Co., manufac- 
turers of brass hardware, Grand Rapids, 
Mich., has awarded a contract for the 
construction of an addition to its fac- 
tory. The new building will have 12,000 
ft. of floor space and will house the 
brass and iron foundries. 


United States Whip Co. to Make 
Fish Lines 


The United States Whip Co., West- 
field, Mass., has purchased machinery 
with which to manufacture fish lines 
and similar products. The manufacture 


| of whips will continue as in the past. 





Westinghouse Superintendent Dies 


Frederick S. Martin, for some years 
staff superintendent of the Westing- 
house Electric & Mfg. Co., East Pitts- 
burgh, died at the West Penn Hospital, 
Pittsburgh, on April 1. He was a mem- 
ber of the American Society of Me- 
chanical Engineers. 





Explosive Sales Increasing 


The quantity of explosives sold in 
the United States during the calendar 
year 1922 was greater by more than 16 
per cent than the amount sold in 1921, 
according to the Department of the In- 
terior. Reports received by the Bu- 
reau of Mines show that the total sales 
amounted to 431,772,077 pounds as com- 
pared with 372,107,503 pounds the year 
before. Of the total amount sold 178,- 
866,225 pounds was black blasting pow- 
der, 209,476,084 pounds high explosives 
other than permissible explosives, and 
43,429,768 pounds permissible explo- 
sives. Permissible explosives are those 
that, because of having passed certain 
tests prescribed by the Bureau of 
Mines, are considered reasonably safe 
for use in gaseous and dusty coal 
mines. 





Marion Tool Works Introduce Cre- 
coite Steel Tools 


The Marion Tool Works, Inc., 
Marion, Ind., has recently announced 
the introduction of a new line of steel 
tools to be known as Crecoite steel 
tools. The firm has produced an intro- 
ductory line, including adze eye nail 
hammers, half, shingling and claw 
hatchets, scout axes and ball pein ham- 
mers. 





Henry Luhrs Dies in Harness 


Henry Luhrs, for fifty years a city 
salesman for the wholesale hardware 
firm of Underhill, Clinch & Co., 82 
White Street, New York City, died 
— 10 at the Kings County Hospi- 
tal, Brooklyn, N. Y., in his seventy- 
fourth year. Mr. Luhrs was born in 
Brooklyn and was a former trustee of 
Christ English Lutheran Church. He 
was a member of the Ridgewood Coun- 
cil of the Royal Arcanum. Mr. Luhrs 
joined the firm of Underhill, Clinch & 
Co. when it was known as Hyatt & 
Spencer, remained with it when it be- 
came Spencer & Underhill and was one 
of the most widely known salesmen for 
the firm when it became Underhill, 
Clinch & Co. in 1885. Mr. Luhrs is 
survived by three sons, Harry, Frank 
and William, of Boston, Mass. 





Arnold L. Scheur Elected President 
Kelly-Springfield Tire Co. 


Arnold L. Scheur, for some years 
chairman of the board of directors of 
the Kelly-Springfield Tire Co., Akron, 
Ohio, has been elected president. The 
company has just declared the regular 
quarterly dividend of $2 per share on 
the 8 per cent preferred stock. 





Correction 


The stock of the Stearns Hardware 
Co., Hanover Street, Boston, Mass., 
has been purchased by Samuel Wax, 
Boston, instead of Louis Wax, as stated 
last week. 
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McClimans Heads Labor Mfg. Co. 
Sales 


F. E. McClimans, who was formerly 
sales manager for the Allith-Prouty 
Company, Danville, Ill., has been ap- 
pointed to the position of sales 
manager of the Lalor Manufacturing 
Co., Chicago Heights, IIl., makers of 
ladders and woodwork specialties. Mr. 
McClimans is well known throughout 
the trade and has many friends among 
the ranks of the retailers, all of whom 
will be glad to learn of his recent ap- 
pointment. 


Newark Shears Works to Move 


Landers, Frary & Clark, New Brit- 
ain, Conn., cutlery, etc., will move to 
that city the Newark Shears Works, 
Newark, N. J., acquired some years 
ago. 





L. P. Sutter Moves to New York 


Lon P. Sutter, for four years sales 
representative in the Pittsburgh dis- 
trict for the Mark Mfg. Co. and the 
Steel & Tube Co. of America, identified 
interests with general offices at Chi- 
cago, has been appointed sales man- 
ager of these two companies in New 


York City, succeeding Carl C. Joys, Jr., 
who has resigned to become vice-presi- 
dent and general manager of the Lucey 
Mfg. Co. Mr. Sutter, it is said, will 
assume his new duties within a short 
time. 





F. C. Lewis Secretary of Steel Fence 
Post Manufacturers Association 
Frank C. Lewis, who is well known 

in the steel industry, having been con- 


nected with the Colonial Steel Co., as 
well as the Crucible Steel Co. of Amer- 





ica for many years, has been appointed 
; secretary and treasurer of the Steel 
| Fence Post Manufacturers Association, 

with offices in the Crilly Building, 35 
South Dearborn Street, Chicago. 





S. H. Jacobs Dead 


of age, vice-president and general sales 
manager of the Fanner Mfg. Co., 
Cleveland, Ohio, died April 1. His first 
business venture was as a newsboy in 
Syracuse, N. Y. During his connection 
with the Fanner Mfg. Co. he was a 
frequent attendant at hardware con- 
ventions. He was widely known among 
stove manufacturers, as he handled his 
company’s trade with that industry. 








James A. Gaffney Starts New Firm 


James A. Gaffney has resigned as 
president and director of Cavanagh 
Bros. & Co., and has incorporated the 
firm of James A. Gaffney Co., Inc., 
manufacturers’ representatives, 35 
Warren Street, New York, N. Y. Mr. 


| Gaffney has purchased the merchandise 





on hand of Cavanagh Bros & Co., re- 
lating to his sales end of the business, 
and has taken with him the sales or- 
ganization identified with his depart- 
ments. 


Ira C. Moore Dies at Manchester 


Ira C. Moore, seventy-three years of 


| age, veteran hardware salesman, died 


April 5 at the Orrington Hotel, Man- 
chester, N. H. Mr. Moore was born in 


| Concord, N. H., and early in life en- 


Samuel H. Jacobs, fifty-three years | 


tered the hardware business there with 
his father. Later he became a partner 
in the firm of Kelley, Wadleigh & 
Moore Co., Manchester, N. H., finally 
selling his interest in this firm and 
going to Rochester, N. H., where he 
was in the hardware business for fif- 
teen years. He then became associated 
with the John B. Varick Co., Manches- 
ter, representing that firm on the road. 
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General Imports Show Phenomenal Increases Under 
New Tariff Law but High Rates Check 
Receipts of Foreign Cutlery 


tics of our foreign trade just 

made public by the Department 
of Commerce. With imports for Janu- 
ary and for the seven months ending 
Jan. 31 showing a gain of approxi- 
mately 50 per cent over the corre- 
sponding periods of 1921, with customs 
receipts for March of this year, touch- 
ing the fabulous total of $62,000,000 or 
at the rate of three-quarters of a 
billion dollars per annum, and with 
German and English manufacturers 
making Herculean efforts to break into 
the American market, especially with 
their cutlery and other small metal 
wares the situation is on that may 
well command the attention both of 
economists and American manufactur- 
ers in all lines. 

Changes in classification brought 
about by the Fordney-McCumber Act 
have greatly delayed the port returns 
of importations, but the totals for 
January and the seven months ending 
January of this year are now avail- 
able. The general imports show an 
increase from $217,185,000 last year to 
$319,000,000, a gain of no less than 
$102,000,000 for the single month. 
That the month of January faithfully 
reflects the tendency that has prevailed 
throughout the current fiscal year to 
date is demonstrated by the figures for 
the seven months ending January of 
this year which show total importa- 
tions of $2,012,078,000 as compared 
with $1,405,856,000 for the correspond- 
ing period a year ago. 


G ltcs of 08 indeed are the statis- 


Gain Throughout Year 


This increase of $607,000,000 is in 
line with the rising tendency in imports 


WASHINGTON, D. C. 
April 16, 1923 
By W. L. CROUNSE 


of merchandise during the entire cal- 
endar year 1922. Imports during the 
first half of that year were $100,000,- 
000 greater in value than in the first 
half of 1921, the third quarter showing 
an increase of $279,000,000 and the 
last quarter a gain of $224,000,000, 
making a total increase in imports in 
the calendar year 1922 of $603,000,000 
over 1921. 

The deeply significant fact with re- 
gard to importations during recent 
months is that they have steadily 
climbed in the face of the higher duties 
and more restrictive classifications of 
the Fordney-McCumber Act. The op- 
ponents of this legislation in ‘the Sen- 
ate and House lost no opportunity, 
while the tariff measure was pending, 
to predict that its high rates would so 
hamper importations that the proposed 
law would produce far less revenue 
than was secured under the Under- 
wood-Simmons Act. There were many 
who went so far as to declare that the 
government of the United States by 
the adoption of the tariff policy em- 
bodied in the pending bill was jeopar- 
dizing the prospects for the repayment 
of the many billions loaned to Europe 
during the war. 

These critics of the new tariff law 
declared that America would not be 
able to sell where she did not buy and 
that Europe, having no money, must 
settle her trade balance in goods which 
obviously she could not do if the cost 
of foreign merchandise in American 
ports should be prohibitory. 

It is now amply demonstrated that 
America can both sell and buy on the 
basis of the present tariff and can do 
so on a scale never before approxi- 


mated. Economists must revise their 
theories to meet the cold facts as 
proved by even colder figures. 

When I ventured a few weeks ago to 
record the prediction of an enthusiastic 
advocate of the Fordney-McCumber 
bill that the customs receipts for the 
calendar year 1923 might even ap- 
proximate the stupendous total of 
$700,000,000 some of my old friends 
among the departmental economists 
raised their eyebrows. Nevertheless it 
is already of record that the duties 
collected in March exceeded $62,000,- 
000. Assuming then that this figure 
will exceed the average for the year by 
$4,000,000 per month it is evident that 
the prediction which a few weeks ago 
seemed so fantastic may yet be real- 
ized. 

In view of the attention attracted by 
the cutlery schedule during the mo- 
mentous episode of its consideration in 
Congress an analysis of the latest 
available figures covering importations 
will no doubt be of interest. 


Razors Cheaper Than Ever 


The statistics are as yet too meager 
to permit the drawing of very definite 
conclusions but they reflect two signifi- 
cant facts: First, that the unprece- 
dentedly high duties adopted for the 
cutlery schedule have checked importa- 
tions somewhat, and, second, that the 
invoice values of imported razors and 
parts are now lower than ever before, 
while the value of scissors, shears, clip- 
pers, pen, pocket and other folding 
blade knives, shows a substantial ad- 
vance. 





(Continued on page 91) 
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WEEKLY SUMMARY 
Numerous Price Advances Announced—Factories Reported 


Behind on Schedules 


EVERAL of the large nail, screw and wire factories have refused to accept orders for 

direct shipment until further notice. Price movements are still upward. Numerous 
advances became effective during the week. Among the more important advances announced 
by jobbers were the following: 

Sash cord advanced 3c. per lb., base. Machine screws, sandpaper, copper rivets and 
burrs, ice skates, vises, electric wiring material, food choppers and coffee mills were all 
advanced about 10 per cent. Valves and fittings, galvanized ware, canvas gloves were all 
advanced 5 per cent. Rolled rubber roofing was advanced 5c. per square and rubber shingles 
were advanced 15c. per square. Shovels were advanced from 7!5 to 10 per cent. Linseed oil 
was advanced 3 to 5c. per gal. and turpentine 5c. per gal. Solder was reduced about 3c. per lb. 


NEW YORK 


wooden grips, at $2 per doz., and all iron, $3 per doz. 
Ice skate prices for 1923 show a 10 per cent advance. 


Price Changes 


RICE advances made during the week by local jobbers 
were: 


Shovels were advanced $1 per doz. 


Local Comments 


‘EVERAL additional price advances were made effective 


Machinists’ vises were advanced 10 per cent. 
Sash cord was advanced 3c. per lb. 


Wire nails are now being quoted at $4.25 to $4.50 base, 
per keg. 2 


Stillson wrenches were advanced 10 per cent, and are 
now being quoted at 55, 5 and 2'4 per cent. 


Universal food choppers were advanced practically 10 
per cent. 


Miscellaneous wire nails are now being quoted at 70 and 
10 per cent. 


Machine screws were advanced 10 per cent. 
Some jobbers are now quoting malleable D handles, with 





Automobile Accessories.—increased in- en tea 


Toggle bolts, steel bright finish, 75 


in the local market during the past week, and the con- 
sensus of opinion among local jobbers regarding the price 
situation indicates that few reductions may be expected 
for some time. The eleven per cent wage advance applica- 
ble to common labor in the steel industry is pointed to by 
local jobbers as lending support to the belief that the 
upward movement of prices has not yet reached its crest. 
Retailers at present are buying cautiously, but more or 
less consistently. Jobbers’ stocks are in fair condition. It 
is said that nail, screw and poultry netting factories will 
accept no more orders for direct shipments until further 
notice. Consumer purchasing is reported to be somewhat 
restricted. 


Universal food choppers in the local 





terest on the part of dealers is re- Stove bolts, steel bright finish, 75 market. Interest mild; stocks fair. 





ported. Stocks fair; prices firm. 
Bolts and Nuts.—Demand 
prices firm; stocks fair. 

Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4-in., 16c. to 17c. per 
lb.; fx-in., 15c. to 16c. per lb.; %-in. 
13c. to 14e. per lb.; ye-in., 12c. to 18c. 
per lb.; %-in., 1le. to 12c. per I1b.; 
5-in., 10c. to llc. per lb.; %-in., 9c. 
to 10c. per Ib. 

Common carriage bolts, % x 6 in. 
and smaller, 25 and 10 to 25 and 5 
per cent; larger and thicker, 25 and 
10 to 25 and 5 per cent. 

Machine bolts, % x 4 and smaller, 
30 and 10 to 30 and 5 per cent; larger 
and thicker, 30 and 10 to 30 and 5 per 
cent. 

Lag screws, 30 and 10 to 30 and 5 
per cent, 

Semi-finished hexagon bolts, *% and 
smaller, 60 to 60 and 10 per cent: 
larger and thicker, 55 to 50 and 10 
per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
45 per cent; brass, 60, 10 and 5 to 70 
per cent from new list. 


consistent; 


to 75 and 5 per cent. 

Iron rivets, 50 to 55 per cent Solid 
copper rivets, 20 per cent. 

Lock washers, 7 to %-in., 70 per 
cent; 7% to %-in., 70 per cent; {i to 
l-in., 70 per cent. : 

Expansion bolt shields, 65, 10 and 5 
per cent. 

Screw anchors, 75 and 10 per cent. 
Clam Hooks.—Interest mild, stocks 
good, prices firm. 

Jobbers’ quotations, f.o.b. New York 

Clam hook or digger, solid steel, 

4 flat tines, 26-in. handle, $10.55 to 
$11.40 per doz. Same with 6 round 
tines, 26-in. handle, $13.25 to $14.25 
per doz. 
Copper Tacks.—Interest and prices 
strong, stocks fair. 

Jobbers’ quotations, f.o.b. New York: 

Copper tacks, % in., 49c. per Ib.; 
\% in., 47c. per lb.; % in., 46c. per Ib.; 

% to 1% in., 45c. per lb. These prices 
are net. 
Food Choppers.—An advance of ap- 
proximately 10 per cent was made on 


Jobbers’ quotations, f.o.b. New York 
Universal food choppers, No. 9, 
$1.85; No. 1, $2.25; No. 2, $2.75; No. 
3, $3.50 each 


Fruit Jar Rubbers.—Interest light; 
stocks fair; prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Fruit jar rubbers, 80 to 85c. per gr 
Prices vary according to grade and 
also in different sections of the city. 
In 12 gross lots, 75c. per gross. 


Garden Tools.—Prices steady; stocks 
balanced; demands slackening. 


Jobbers’ quotations, f.o.b. New York 

Spading Forks.—Boys’ size, 4 solid 
steel angular tines, iron D handles, 
$8.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz. Same, 
better quality, $12.25 per doz. Same 
with wood D handle, $16.53 per doz 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 
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Subject to 5 per cent additional dis- 
count for bundle lots. 

Manure Forks.—Malleable D handle, 
4 l1z-in. oval tines, strap ferrule, 
$12.25 per doz. Same, witn wood D 
handle, $14.85 per doz. kork with » 
12-in. oval tines, wood WD handle, 
strap ferrule, $18.25 per doz. Fork 
with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 
tines, 15-in., strap ferrule, wood D 
handle, $13.85 per doz. Same, with 
4 diamond tines, 15-in., $18.85. Extra 
heavy fork with 5 oval tines, 16 in. 
long, strap ferrule, wood D handle, 
$24 per doz. kKxtra heavy fork, with 
5 diamond tines, 16 in. long, strap 
ferrule, wood D handle, $34.25 per 
doz. Subject to 5 per cent additional 
discount for bundle lots. 

Malleable Iron Rakes.—8 teeth, $3.70 
per doz.; 10 teeth, $3.95 per doz.; 12 
teeth, $4.40 per doz.; 14 teeth, $4.80; 
16 teeth, $5.25. Toy rakes with 6 
teeth, 4-ft. handles, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.; 
14 teeth, $8.45 per doz.; 16 teeth, $9.20 
per doz.; 18 teeth, $9.85 per doz. Steel 
gravel rakes, with 16 short teeth, 
$11.21 per doz. Extra heavy road 
rake, 6-ft. handle, steel teeth, 14 
teeth, $12.43 per doz.; 16 teeth, $13.17 
per doz. Steel bow rake, light pat- 
tern, made of one piece ‘of steel, 12 
teeth, $7.25 per doz.; 14 teeth, $7. 50 
per doz.; 16 teeth, $7.85 per doz. 

Hay Forks.—Two oval tines, 12 in. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle, 6-ft. 
strap ferrule, $13.10. Fork with 3 
oval tines, 12 in. long, straight 4%4- 
ft. handle, $11.05 per doz.; 5-ft. bent 
handle, $12.20 per doz.; 6-ft. bent 
handle, $14.15 per doz. 

Garden Hoes.—Shank hoe, riveted 
steel Pee mg assorted 6%, 7 and 7% 
in., 4%-ft. handle, $4.14 per doz. 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 444-ft. handle, $6.92 
to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, iron D handle, $7.16 per doz. 
Garden sets range from $10.71 to 
$23.18 per doz. 

Garden Trowels.—6-in. solid socket, 
forged steel, grip handle, $6.75 per 
doz. 


Galvanized Sheets.—Demands limited; 


prices stiff; stocks light. 
Jobbers’ quotations, f.o.b. New York: 


Galvanized sheets, 28 gage, $5.50 to 
$5.75, base. 


Ice Skates.—New ice skate prices fer 
1923 show an advance of approximately 


10 per cent. 


Lawn Mowers. — Cautious buying; 


steady prices; ample stocks. 


Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable 
bearings, 8-in. drive wheels, 12-in., 
$5 each; 14-in., $5.30 each; 16-in., 
$5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, 12-in., $8 
each; 14-in., $8.30 each; 16-in., $8.65 
each; 18-in., $9 each. Ball bearing 
mower, 10-in. raised open drive 
wheels, 4 tempered steel blades, reel 
6 in. in diameter, 14-in,, $9.25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 
20-in., $10.85 each. 


Linseed Oil.—Prices advanced 3 cents 
per gal.; interest stronger; stocks re- 


ported low. 


Prices to dealers, f.o.b. New York: 

Raw linseed oil, in lots of less, than 
5 bbl., $1.19 to $1.23; in lots of 5 bbl. 
or more, $1.16; in car loads, $1.17: 
boiled oil is 2c. extra; double oigey 
oil is 3c. extra, and oil in half bbl. 
per gal. additional. 


Naval Stores.—Buying quiet; prices 
sli 


ightly easier; stocks fair. 


Prices to dealers, f.o.b. New York: 

Spirits of turpentine, in bbl., $1.56 
to $1.59. Rosin active; stocks fair; 
prices steady. 

Rosin, B grade, $6.25: D grade, 
$6.30; FE grade, $6.35; F, G, H, I, 
$6.35; M, $6.45; WW, $8.05. 


Mechanics’ Tools. — Interest better; 


prices steady; stocks fair. 
Jobbers’ quotations, f.o.b. New York: 
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Claw Hammers.—No. 1 size, 13.66 
per doz.; No. 14% size, $12.74 per doz.; 
No. 2 size, $12.12 per doz. 

Machinists’ Hammers.—8 0z., $8.40 
per doz.; 12-0z., $8.40 per doz.; 16-oz., 
$8.60 per doz.; 2U-oz., $9.45 per doz. 

Hand Drilis.—Steel frame, nickel 
plated, cut gears, black enamel, 
length 1 in. without drill points, $2.30 
each. Same, large size, length 12% 
in., $2.42 each. Same, black enamel 
frame, 12% in. long with 8 drill 
points, $2.28 each. Same, solid steel 
frame, detachable steel handle, hol- 
low end handle, partly nickel plated, 
11 in., no drill points, $1.91 each. 

Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %%-in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.43 each; 18-in., 
$1.45 each: 24-in., $1.55 each: 30-in., 
$1.65 each. 


Nails.—Demand active; stocks broken; 
prices speculative. 


Jobbers’ quotations, f.o.b. New York: 
Wire nails, $4.25 to $4.50 base, per 
keg. 

Cut nails, $4.50 base, per keg. 
wire nails and brads in — lots, 
70 and 10 per cent off lis 

Roofing nails, 1 x 2, 100 Ib., $9.50 
galvanized and $7.50 plain, 

Wholesale prices vary in different 
parts of the city. 


Poultry Netting.—Shortages reported; 
prices stiffening; demand strong. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving, 40, 10 per cent. 

Square mesh, 2 x 2, $5.50 per 100 
sq. ft.; 3 x 3, $5.75 per 100 sq. ft.; 
4 x 4, $6 per 100 sq. ft.; 6 x 6, $6.50 
per 100 sq. ft.; 8 x 8, $7 per 100 sq. 
ft. Extras, 4c. per sq. ft. for nar- 
rower than 24 in. and wider than 
48 in. 


Rope and Twine.—Moderate demand; 
sufficient stocks; firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 22c. 
Hardware grade, 19c. 

Sisal, No. 1 grade, 16c.; sisal, No. 2 
grade, 15c. Bolt rope, 25c. Lath 
yarn, 16c. per lb. Jute wrapping 
twine, 23c. per Ib. India hemp rope, 
No. 6, 19¢c. to 21c. per Ib. 


Rubber Hose.—Routine business, firm 
prices; good stocks. 
Jobbers’ quotations, f.o.b. New York: 
Rubber garden hose, ‘‘Good/ Luck” 
brand, 11%c. per ft. ‘Milo’ brand, 
12%c. per ft. ‘‘Bull Dog”’ brand, 14c. 
per ft. 


Sash Cord.—Prices up 3c.; stocks light; 
demand stronger. 


Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 50c. to 52c. base, 
per Ib. 

Prices vary according to grade and 
differ also in different sections of the 
city. 


Screws. -— Active interest; broken 
stocks; stiff prices. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
77% and 5 per cent. Iron bright, 
round and oval head, 75 and 5 per 
cent. Iron blued, flat head, 77% and 
5 per cent, plus 5 per cent. Iron, 
blued, round head, 75 and 5 per cent; 
brass, flat head, 77% and 5 per cent. 
Brass, round and oval head, 70 and 
5 per cent. Hot galvanized flat head, 
66% and 5 per cent; nickel plated, 
flat head, 65 and 5 per cent. Some 
jobbers give an extra 20 per cent 
on wood screws. 

Machine screws, rolled thread, iron, 
flat and round, No. 2 and 8, 57% per 
cent; No. 4 and larger, 66% per cent. 
Brass, flat and round, No. 2 and 3, 
52% per cent; No. 4 and larger, 60 
per cent. 


Screen Wire.—Demands limited; stocks 
fair; prices stiff. 
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Jobbers’ quotations, f.o.b. New York: 

Screen Wire.—Black, 12 mesh, $2.15; 
extra, lic. 100 sq. ft. on less than 
24 in. Competitive grade, $1.90 two 
$2.20; extra, 15c. per 100 sq. ft. less 
than 24 in., and 1l5c. for 100 sq. ft. fo: 
half rolls, 

Dull Finish.—Zinc coated galvan- 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3.15; 13 seg heavy, $4.90. Extra 
same as black 

Bright.—12 x 13 mesh, _$4 to $4.10; 
X H 14 mesh, $5.60 to $7.75; 14 mesh, 
$4.30 to $4.35. Extras, less than 24 
in., lic. per C; over 48 in., 60c, per C. 

Copper.—14 mesh, $7. Extra, lic. 
less than 24 in. widths. No half rolls. 

Bronze.—14 mesh, $7.50; 16 mesh 
$8. Extras same as copper. 

Screen Door Hardware. — Buying 
stronger; stocks good; prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Screen Door Catches.—Cast iron, 
diamond bolt with knob and leve: 
handle, reversed bevel bent strike, 
outside plate 15% x 3% in. for doors 
je to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
4% in, for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, . $7.35 per doz. 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. 

Mortise-Screen Door Night Latches. 
~—Lever handle for inside, knob for 
outside, lock case 3 x 2% in., front 
3% x 4% in., reversible 2 steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
og or antique copper finish, $18 per 
0z 

Screen Door Sets.— Consisting of 

one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
—= japanned finish, $2.50 per doz. 
sets, 
_ Spring Hinges. — Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
pairs. Cast iron with steel spring, 
3-in. japanned, $1.35 per doz. pairs. 
Cast iron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.75 per doz. pairs. 

Door Pulls.—Wrought steel, 5%-in., 
bronze plated, dull brass or antique 
copper, $4.25 per gross. Cast iron, 
japanned, 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% in., pull 5 in. long; 
bronze, antique copper or dull brass 
finish, $1.90 per doz. 

Screen Door Checks. — Rubber 
aaa cast iron spindle, 85c. per 
aozZ 

Screen Door Springs. — Japanned, 
9-in., $2.64; 10-in., $3.86; 11-in., $4.68: 
12-in., $5. 28: 13 -in., $6; 14- in., $7.92 
per doz. less 40 and 10 per cent. 

Wheelbarrows.—Prices firm; stocks 
fair; interest better. 

Jobbers’ quotations, f.o.b. New York: 

Canal parrowe half bolted, $3.50; 
full bolted, $3.7 

Mortar aceon steel tray, $6.85. 

Garden barrows, No. 3, $5.90; No. 4. 
$6.50; No. 5, $7.25. 


Sled Prices Advanced 


Recent information announces ap- 
proximately a 10 per cent advance on 
sleds which are being booked for fall 
delivery. One of the large manufac- 
turers says that the advances in lumber 
and steel compelled the advance. It is 
also said that sled specifications are 
unusually heavy and during the last 
three months most of the low-priced 
lumber and steel contracted for has 
been used, so it is necessary to secure 
more raw material at higher prices. 

The coaster wagon market is very 
active and specifications have been 
coming in favorably and up to the 
present there has been no advance in 
prices. 
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Office of Hardware Age 
1505 Otis Building, 
Chicago, Ill., April 14. 
HE large volume of hardware busi- 
ness in this section is holding its 
own. There has been no slowing up 
or any indications of lighter demand 
and figures do not show any great in- 
creases over previous weeks. Advances 
continue to come through and it is quite 
evident that higher prices may be 
looked for on many of the lines that 
have thus far shown little change. 

The most important announcement 
was the wage increase of approximate- 
ly 11 per cent affecting steel workers. 
It is expected that the independents 
will follow the advances put into effect 
by the corporation. At this date, it is 
a matter of conjecture as to whether 
prices will be affected. The steel in- 
dustry is fortified by the fact that 
prices have advanced steadily for sev- 
eral months and operations are run- 
ning close to capacity. The move seems 
to have been advisable, as it forestalled 
serious strikes at a later date and will 
also tend to hold workmen who might 
desert the mills for outdoor work in the 
spring. 

The question of what the public will 
stand in the matter of higher prices 
is now becoming of first importance. 
There has been considerable talk about 
the demand being inflated and ap- 
proaching wartime conditions when 
orders were placed at many sources to 
insure at least one delivery. Con- 
sequently prices have been going up 
as the demand increased. It is-the 
opinion, however, of those closely in 
touch with the situation, that the de- 
mand is not inflated, but material is 
being used as fast as it can be procured 
from the mills and factories. Investi- 
gations are under way to see if there 
is a concerted attempt to build up large 
reserve stocks but it is felt that evi- 
dence will show comparatively small 
stocks of surplus. 

The monthly average prices were re- 
assuring. Both “index figures” for 
Bradstreet and Dun fail to show any 
headlong rise. Dun shows an average 
increase of 1 per cent for March and 
Bradstreet shows 20.8 per cent since 
April 1, last year. This advance is 
not remarkable when it is considered 
that prices fell 64 per cent in the four- 
teen months preceding the revival. 
Alarm Clocks.—The famine in nickel 
alarm clocks still exists and demand 
is more acute than ever as the daylight 
saving time in many States draws near. 
Higher prices have just been issued by 
one or two of the leading makers and 
it is quite likely others will soon follow. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: America, $11.40 in doz. 


lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 


Blue Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 


$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 
Ammunition and Guns.—Ammunition 
future orders were placed early this 
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year. Firearms future specifications 
are being placed freely now; in fact, 
the volume purchased by dealers to date 
is much larger than to a similar date 
during the last few years. 
Automobile Accessories.—Sales are 
expected to be exceptionally large; in 
fact, orders are now coming in in ex- 
cellent volume, and spring weather is 
increasing sales. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4l1c. each; Champion 
Blue Box Line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motometers.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric (Ford), $4 


each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 
6, 85c. each; National Standard, No. 
21, $1.20 each. 

Pumps.—Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid, fabric, $9.60 each; Cord, $11.95 
each; Gray inner tubes, 30 x 3%, $1.50 
— red inner tubes, 30x 3%, $2.00 
each. 


Axes.—Manufacturers report orders 
so liberal that they are sold out for 
the season. Deliveries from the axe 
makers are slow. The recently ad- 
vanced prices are now in effect locally. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$14 doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to 
quality and to grade of handle. 


Bicycles and Tires.—Factories are 
hopelessly behind. Demand is so brisk 
that it is becoming difficult to obtain 
deliveries from the factories. Stocks 
are badly broken. Sales are increasing 
daily and an excellent spring demand 
is expected. 

Bolts and Nuts.—The market is ex- 
ceptionally firm. Local jobbers con- 
tinue to accept business at prices 
quoted as follows: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 


stocks, 


1%-in., cylinder, 


machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 


cent off list; all lag screws, 50-10 per 

cent off list. 
Builders’ Hardware.—Many factories 
are only accepting orders at prices 
ruling date of shipment. Local stocks 
are badly broken as is the condition 
elsewhere. Prices have increased, but 
no local changes have been made. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr. 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.40 


per set; cylinder front door sets, 
$7.50 per set. 
Baseball Goods.—There is now a 


shortage in “Louisville Slugger” base-° 


ball bats. Business thus far has sur- 
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passed all records and the total volume 
to date makes it the biggest baseball 
goods season in history. 

Chains.—The market is firm and 
stocks are complete. The season for 
halters and picket chains is opening, 
and orders are very heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 Ib.; American coil chain, 
50 per cent off list; No. 00, 4% electric 
welded cow ties, $2.85 per doz. 


Coaster Wagons and Sleds.—Jobbers 
report they are booking the largest 
future sled business in history. Fac- 
tories have increased their prices ap- 
proximately 10 per cent, as low priced 
lumber and steel has been used up 
and raw material on the present mar- 
ket is higher. Coaster wagons continue 
to be in excellent demand. The busi- 
ness for 1923 will be exceptionally 
large. There have been no price 
changes in coaster wagons as yet. 
Copper Rivets and _ Burrs.—Prices 
are very strong. Sales are large, but 
stocks are complete. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 30 per cent discount. 


Cutlery.—Orders are coming in freely. 
Some manufacturers of butchers’ 
knives, table and kitchen cutlery have 
issued new schedule. A shortage of 
American pocket knives is already in 
sight. Scissors, shears and clippers 
are selling in very good volume, with 
factories predicting advances of 10 
per cent to 20 per cent in near future. 
Eaves Trough and Conductor Pipe.— 
Prices are very strong, with advances 
now being asked by many sellers. 
Local prices have not yet advanced, 
as a very large business is being 


booked. Spring shipments are going 
out very fast. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 29-gage 5-in. lap joint 
gutter, $4.75 per 100 ft.; 29-gage 3-in. 
conductor pipe, $5.10 per 100 ft.; 
29-gage, 1% x 8-in. ridge roll, $4 per 
100 ft.; 29-gage 3-in. conductor el- 
bows, $1.55 per doz. 
Field Fence.—Orders are coming in 
freely at the new advanced prices, and 
from all indications, sales will be ex- 
ceptionally good. Mills are sixty days 
behind and stocks are broken. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from lists. 


Files—There is some talk of ad- 
vancing prices. Some manufacturers 
have announced higher prices, but they 
have not yet become general or changed 
the local market. Sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


Fishing Tackle.—Indications are that 
there will be a shortage. Prices on 
silk and cotton lines are higher, as well 
as steel rods. Current business is very 
good. 

Galvanized Ware.—Higher prices are 
in effect as announced previously. 
Sales are very good. 


We from jobbers’ 
f.o.b. Competition 


stocks, 


quote 
galvan- 


Chicago: 
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ized water pails, 8-qt., $2 doz.; 10-qt., 
$2.25 doz.; 12-qt., $2.45 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 
1, $6.25 doz.; No. 2, $7 doz.; No. 3, 
$8.25 doz. 

Garden Hose.—Jobbers report that 


factories are behind on orders and ship- 
ments are very slow. Some jobbers are 
unable to get delivery on orders placed 
last October. Local markets have not 
yet followed the general advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 9c. to i2%c. per ft.; 5-in. cord 
hose 8%c. to 10c. per ft.; %-in. 
wrapped hose, 13%c. per ft. 

Glass Oven Ware.—Business_ con- 


tinues to be very satisfactory. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Bread Pane—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
doz.; No. 194, $16 doz.; No. 197, $14 
doz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (narrow 
neck only). 80c. doz.; all styles, 6-0z., 
mg doz.; 8-0z., $2 doz.; 10-oz., $2.40 
aoz. 

Pie Plates.—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

gutility. Pans.—No. 231, $8 doz.; No. 

, $14 doz. 


Glass and Putty.—Replacements are 
slow, the market is firm, and the de- 
mand is increasing daily. 


We quote 


from jobbers’ stocks, 
f.o.b. Chicago: 


Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount: 
double strength A, all brackets, S4 
per cent discount. Putty, 100 lb kits, 
$3.65; commercial putty, $3.60: Gla- 
ziers’ Points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 

Hammers.—Manufacturers are _ still 

two to four months behind with their 

orders. Prices are firm on all grades. 

The sales are in unusually large 

volume, with the higher grades in im- 

proved proportion. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.: 12-o0z. 
3all Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; 
cast steel hammers, $5 per doz. 


Hatchets.—The situation as to hatchets 
is about the same as last. re- 
ported. Stocks are complete, and the 
demand continues to be heavy. Manu- 
facturers have full order books and de- 
liveries are delayed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 


pe titive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $9.90 doz. 
Hickory Handles.—Prices are strong 
and the demand is heavy. Manufac- 
turers are very busy and behind with 
orders. 
_ We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles—No. 
1 hickory axe handles, $3 per doz.; No. 
2, $4 per doz.; finest selected second 
growth white hickory handles, $6 
per doz.; special white, second growth 
hickory, $4.50 per doz.; No, 1 hatchet 
and hammer handles, 90c. per doz.: 
second growth hickory hatchet and 
hammer handles, $1.40 per doz. 


Hinges.—Manufacturers have already 
advanced strap and T hinges 10 
per cent in bulk and 20 per cent boxed. 
No local changes yet. A large volume 
of business is being booked by both 
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the manufacturer and the jobber. Local 
stocks are in fairly good shape. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in, 
$1.70; 8-in., $2.80; 10-in., $4.30 per 
doz. pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 

Ice Cream Freezers.—Prices 
unchanged and business is reported 
very satisfactory. Spring orders have 
been shipped and were reported to be 
fairly~heavy and orders continue to 
come in. 


remain 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
1-qt., $2.95; 2- “at., $3.45; 3-qt., $4.10; 
4-qt., $5, less 20- 10 per cent. White 
Mountain, %-qt., $3.50; 1-qt., $4.90; 
2-qt., $5.70; 3-qt., $6.90; 4-qt., $8.30; 
6-qt., $10.50; 8-qt., $13.50; 10-qt., 
$18; 12-qt., $21.60, less 50 per cent. 
Arctic, 1-qt., $3.80; 2-qt., $4.60: 3-qt., 
$5.45; 4-qt., $6.80; 6-qt., $8.60 S8-qt., 
$11.10, less 50 per cent. 


Lawn Fence and Gates.—Orders are 
very good. Prices are firm. This is 
one of the few lines on which no ad- 
vances have been made, and higher 
prices may be forthcoming. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; gates, 55 
per cent discount. 


painted 


Lawn Mowers and Grass Catchers.— 
Manufacturers continue to work to 
capacity and a shortage is a possibility. 
One factory announces advances of 
from 5 to 10 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each net: 
14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades, reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 


$9.50 each net. Some, 1l6-in., $9.95 
each net; some, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottoms, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net Same for mowers 16 to 20-in., 
$10.50 per doz. net. 


Nails.—There continues to be a 
shortage of some sizes. Jobbers re- 
port they have fair stocks on hand of 
standard sizes, but deliveries from 
mills at present are very slow, and in- 
dications do not point to much im- 
provement. The largest mill is said to 
be four months behind on its delivery 
schedules. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base. The extra for 


galvanized nails is now $2.25 for 1-in. 
and longer; $2.50 for shorter than 
l-in. 


Oil Stoves.—Sales are opening up in 





fine shape and a heavy demand is 
expected. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: New Perfection, 2- 
burner, $17.50 list; 3-burner, 3.5 
list; 4-burner, $29.50 list, all 
per cent in lots less than 10. 

Paints and Oils.—Linseed oil has 


again advanced another 5 cents per 
gallon, and turpentine has advanced 5 
cents. The market has been very 
strong for several weeks. 


We quote 
f.o.b. Chicago: 

Linseed Oil.—lRaw, barrel lots. 
per gal.; 5-barrel lots, $1.30 per 


from jobbers’ stocks, 


$1.35 
gal. 
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Linseed Oil.—Boiled, barrel 
$1. - per gal.; 
ca 


ot —Barrel 


lots, 
5-barrel lots, $1.32 per 
$1.82 


lots, per 


orders are 


‘Denatured Alcohol.—In barrels, 46c. 
per 

White Lead.—100-lb. kegs, 14%c. 
per lb.; 50-lb. kegs, 14%c. _~ Ib. ; 
25-lb. kegs, 14%c. per Ib.; 1244-lb 
kegs, 15c. per Ib. 

Dry Paste.—In barrels, 64c. per lb 

Shellac.—(4-lb. goods) white, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In_ barrels, 
$3.50 to $6.75 per 100 Ibs. 

Roller Skates.—Manufacturers are 
many weeks behind and goods are 
scarce. Sales are exceptionally large 
and stocks are low. Warmer weather 
will increase demand. 

Rope.—Current spring 

going out in heavy volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brand, 184c. to 20%%c. 
per lb.; No. manila rope, 17c. to 
18%c. per lb. base; so-called hard- 
ware grade manila rope, 17%4c. per 
lb.; No. 1 sisal rope, highest quality, 
standard brands, 14%c. to 16%c. per 
lb. base; No. 2 sisal rope, standard 
brands, 13%c. to 15c. per Ib. base. 

Sash Cord.—Sales are very active. 
Manufacturers are exceptionally busy 
and are talking of another advance, 
due to cotton advances and large de- 
mand due to building. With spot cot- 
ton quoted around 30 cents per pound, 
advances are not unlikely. Yarns suit- 
able for sash cord are quoted around 44 
cents per pound. In normal times the 
manufacturers usually figure around 50 
per cent advances on yarn prices. 
Local prices are now around 46 cents 
per pound on sash cord. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.80 per doz. hanks; No. $12.50 
per doz. hanks. 

Screen Doors.—A large volume of 
business is expected. Prices are un- 
changed, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 241, 2 ft. 6 in. x 6 


ft. 6 in., $28.80 per doz.; 2 ft. 8 in. x 
6 ft. 8 in., $21.75, per doz.; 2 ft. 10 in. 
x 6 ft. 10 in., $22.80 per doz.; 3 ft. x7 
ft., $23.80 per doz. ; No. 296, 2 ft. x 6 
ft., $27.15 per doz.; 2 ft. x 4 ft., $28.20 
per doz. : act. = 10° ft. $29.55 per doz.: 
ot. =x 7 ft., $30.65 per doz. 


Shearing and Clipping Machines.- 
Season has been backward, but sales 
are good. The early demand from the 
South has been very heavy. The de- 
mand, especially for extra plates and 
parts, is very heavy at present. 

We quote from 
f.o.b. Chicago: Stewart No. 1_ball- 
bearing clipping machines, $10.75; No 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 pet 
cent. Stewart electric clipping ma- 
chines, all standard voltages, hanging 
type, $80; pedestal type, $85; dealers 
discount 25 per cent. 

Screws.—Where there has been no 
change in price, and it is question- 
able whether or not there will be an 
advance, however, there are some of 
the manufacturers who have intimated 
that prices might stiffen. 

We quote from jobbers’ ‘ 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list: 


jobbers’ stocks 


stocks. 


flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 

Solder and Babbitt Metal.—Solder 


has been reduced 2 cents per pound fol- 
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lowing easier metal markets. Solder 
prices are easier, after a period of 
heavy advances, but the demand is 
strong, and a continued high market 
exists. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $30 per 100 lb. medium, 45-55 
solder, $20 per 100 lb.; tinners’ 40-60 
solder, $28 per 100 lb.; high speed 
babbitt metal, $22 per 100 lb.; Stand- 
ard No. 4 babbitt metal, $12 per 100 


Ib. 

Steel Goods.—Requests for’ early 
shipments are coming in from all sec- 
tions, which indicates that dealers 
expect a strong demand, and want to 
forestall any possible shortage in the 
market. Factories are behind on their 
orders and unable to run on regular 
schedules on some goods because of 
the mills’ inability to ship promptly. 
The situation has remained unchanged 
for some little time. 

Stove Pipe and Elbows.—Prices are 
very strong. Some manufacturers have 
advanced prices, and others have with- 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, April 14, 1923. 

fee agers to more settled weather, 

the retail hardware business in this 
territory is better. The trade is quite 
optimistic, and the general feeling pre- 
vails, not only in retail but wholesale 
circles, as well, that 1923 will go down 
in history as one of, if not the best year 
on record. That this will be true in a 
jobbing way, is practically assured 
with less than four months of the year 
passed, 

Jobbers themselves continue to re- 
port deferred shipments from first 
hands on many lines, yet broadly 
speaking the hardware supply situation 
is slowly yet surely clearing. The most 
serious case of shortage is found in 
nails and particularly embarrassing be- 
cause it comes at a time when present 
and prospective construction demands 
large tonnages. Incubators are another 
commodity urgently needed. One local 
firm, because of its inability to get 
permission for a Middle West manu- 
facturer to ship a car of incubators 
over the regular routing, has sent the 
car up through Canada in the hope 
of getting it through via another route. 

A great many things are adding 
their bit to the cost of doing a retail 
business. The whole movement of the 
business cycle strongly suggests war 
days. Conservatism is practiced in 
some directions, to be sure, but the 
benefiting results obtained appear more 
than offset by the apparent disrespect 
for costs in other directions. For these 
reasons some of retail dealers are 
frank to confess they do not expect 
to make as much money in 1923 as the 
passing volume of business might 
Suggest. And yet it is true, say the 
jobbers, that the retail credit situation, 
which was somewhat extended or dis- 
torted in January and February and 
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drawn from the market. Orders are 
ahead of all previous records, and late 
buyers must expect delayed deliveries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. Nested 


Blued Pipe, 1l4c. per joint; 30-gage 6- 
in. Nested Blued Pipe, 18c. per joint; 


28-gage 6-in. Blued Corrugated El- 
bows, $1.50 per doz.; 30-gage 6-in. 
Blued Corrugated Elbows, $1.35 per 


doz. 
Steel Sheets.—Local stocks are still 
complete, but delays in shipment must 
be expected later on. Mills are booked 
far ahead, and accepting orders only at 
greatly advanced prices over the Steel 
Corporation quotations recently re- 
ported. 

We quote from jobbers’i stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $6.10 per 100 lb.; 28-gage black 
sheets, $5.00 per 100 Ib. 

Wire Goods.—There unquestionably 
will be a shortage of poultry netting 
and wire cloth this spring. Nearly all 
of the large producers of these two 
items are out of the market for the time 
being, having more orders booked than 
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a generous portion of March by limited 
over-the-counter sales, is beginning to 
iron itself out. 

Another grist of price advances was 
reported the past week, some of them 
quite important, but a majority not to 
be classified as such. In addition, there 
are numerous strong evidences of still 
further advances, which again raise the 
general question, “where are they 
going to stop?” 


Automobile Accessories——Some of the 
automobile tire manufacturers have 
made a slight downward readjustment 
in quotations on tubes, and jobbers 
have taken similar action. For in- 
stance, 30 x 3% in. tubes heretofore 
jobbing out at $1.50, are now $1.42, 
while 32 x 4 in, tubes, previously $2.30, 
are now $2.15. Numerous price changes 
are taking place in other automobile 
accessories all the time, but very few 
of them are important enough to war- 
rant special notice. This class of mer- 
chandise is moving out of jobbers’ 
stocks freely, yet the wholesale houses 


feel that business has not more than 
started. State officials anticipate a 
larger pleasure car and motor truck 


registration this year than ever before. 
If such should prove the case, it ought 
to be a crack-a-jack accessories year, 
with enough profit for every dis- 
tributor. 


Axes.—The Kelley Mfg. 
ing to jobbers here, has withdrawn 
from the axe market, which is taken 
to mean that higher prices are in the 
making. Axes are moving out of stock 
for current needs in remarkably good 
volume for this time of the year, and 
bookings for future delivery are sizable. 


Co. accord- 


We quote from Boston jobbers’ 
stocks: 

Axes.—Single bit, $14.50 per doz 
base: double bit, $19.50 With han- 
dies, single bit, $18.75 per doz 


Bibbs.—One of the largest New Eng- 
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they can possibly fill. It is impossible 
to lay enough emphasis on the fact that 
dealers should get their orders placed 
if they expect to have screen wire or 
poultry netting to sell. 
We 
f.0.b. 


quote from jobbers’ stocks, 
Chicago: No. 8 black annealed 
wire, $3.55 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.45 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3.85 per spool; No. 9 
galvanized plain wire, $4.00 per 100 
Ib.; polished fence staples, $4.10 per 
100 1b.; catch weight spools painted 
barb wire, $4.15 per 100 lb.; 12 mesh 
black wire cloth, $2 per 100 sq. ft.: 
12 mesh galvanized wire cloth, $2.35 
per 100 sq. ft.; galvanized before 
poultry netting, 50-7144 of per cent 
discount; galvanized after poultry 
netting, 40-10-7146 of per cent discount 


Wheelbarrows.—Prices are strong 
and further advances expected. De- 
mand is very active and factory de- 
liveries are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4, Tubular, $6.50 
each; No. 14, Steel tray and leg, con- 


tractor’s barrow, $6 each; Competi- 
tive grade, steel tray, $4 each; Com- 


mon wood, bolted, $3 each; Steel leg 


gxarcen barrows, $5 each 


land makers of compression bibbs has 
raised prices 5 per cent, while petro- 
leum oil faucets have been moved up 
10 per cent. Jobbers’ quotations have 
advanced proportionately. 

Builders’ Hardware.—One of the lead- 
ing makers of builders’ hardware in 
this district, who recently advanced 
prices 10 per cent, is out of the market. 
This action virtually means a still fur- 
ther uplift of 10 per cent, the first and 
the second raise taking place within a 
period of three weeks. Jobbers in 
speaking of the builders’ hardware 
situation, usually express themselves 
by throwing up their hands. The 
market is extremely tight with no 
visible signs of relaxation. Home build- 
ing plans are going ahead on a liberal 
scale, but people who profess to know, 
say the edge ‘is off expansion. In other 
words, they mean home construction 
this spring and summer will not be as 
large as anticipated four or five 
months ago. Nails, cement, brick, 
lumber, lime, hair, labor, everything, 
in fact, that enters into the question 
of building a home has been going up 
for some time now. 

Coffee Mills.—Landers, Frary & Clark, 
New Britain, Conn., have raised their 
price on coffee mills approximately 10 
per cent, and the wholesale market here 
is up that much. 

Fencing.—A moderate increase in the 
movement of fencing out of Boston 
jobbing stocks during the past two 
weeks is noted, simply because some 
of the wholesale houses were lucky 
enough to get in a car or two. What 
the next two weeks will bring out is 
problematical. It is still necessary for 
the jobber to get a permit to have a 
ear of fencing shipped, and these bits 
of paper are not very easy to obtain. 
There are remaining on jobbers’ hands 
a large number of back orders. 
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We quote from Boston jobbers’ 
stocks: 

Fencing.—National line, 40 and 10 
per cent discount. Factory ship- 
ments, in car lots, 65 per cent dis- 
count; in less than car lots, 64 per 
cent discount. 


Fiber.—Sheet fiber, fiber rods and fiber 
tubes have gone up in a jobbing way 
10 to 20 per cent. That is, prices are 
10 per cent higher when large lots are 
purchased and 20 per cent where small 
lots are concerned. 


Food Choppers.—The Landers, Frary & 
Clark line of food choppers has been 
marked up about 10 per cent all along 
the line. 
Freezers.—Ice cream freezers and 
parts are beginning to show real signs 
of activity, according to jobbers. In 
fact jobbers’ shipments are running 
far ahead of those for the correspond- 
ing period in 1922 and 1921, presum- 
ably because retail houses are figuring 
a bird in the hand is worth two in the 
bush. The average retail dealer, as is 
well known, is not selling a lot of 
freezers at this time of the year. 
We quote from Boston jobbers’ 
stocks: 
Freezers.—White Mountain, 
$4.85 list; 2-qt., 
4-qt., $8.25; 6-qt., 
10-qt., $18; 12-qt., 
20-qt., $33.20; 25-qt., $42.60 
Arctic, 1-qt., 
3-qt., $5.55; 4-qt., $6. 
8-qt., $11.10; 10-qt., 
$16.65; 15-qt., $23.30; 20- -qt., $3 0. 
Jobbers’ — 50 per cent from 
store or facto 
Alaska, 1- me Yeo, 95 list; 2- ea $3.45; 
3-qt., $4.10; 4- qat., $5; 6-qt., $6.30; 
8-qt., $8.20; 10-qt., $10.75; 12- -at., $14 
15-qt., $17. Discount, 20’ and 10 per 
cent. Alaska special, 2-qt. only, $2.25; 
less one-third off. 


Galvanized Ware.——The market for 
galvanized pails has advanced 12 cents 
to 30 cents per dozen, according to 
the size of the pails, and refrigerator 
pans even more. There also has been 
an advance in galvanized watering 
pots, but it amounts to only a very few 
cents per dozen and therefore is not 
of importance. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans.—Galvanized, No. 04118, 
2.75 each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz., 16-in., 
$3.40; 17-in., $3.75; galvanized, 
wood handles, 165-in., 3 
$4.80; 17-in., $5.16; 18-in., $5.60, 

Pails.—8-qt., $1.94 per doz.; 10-qt., 
$2.66; 12-qt., $2.94; 14-qt., $3.28; heav- 
ier pails, 40 lb. to the dozen, $5.25 
per doz.; 50 lb. to the dozen, $5.80 
per doz. 

Tubs.—No. 200, $12.35 per doz.; 
No. 300, $13.75 per doz. 

Garbage Cans.—Galvanized, No. 1, 
#. _ per doz.; No. 2, $1.35; No. 4, 


"encanta Pans.—No. 2, $4.58 per 
doz.; No. 3, $5.64. 
Ash — —No. 171, $3.25 each; No. 
181, $3.50 
CieninSeatiaten with the last days 
of March, there has since been a steady 
increase in retail demands for window 
glass. Jobbers have been unable to 
get shipments through from manufac- 
turers in anything like required quan- 
tities, consequently there are more 
back orders on wholesale Boston books 
than noted in years. In certain quar- 
ters it is believed the supply situation 
will not right itself for several months. 


We quote from Boston jobbers’ 
stocks 

Window Glass. — Single A, 25 
bracket, 85 per cent discount; 34 to 
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40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 86 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent. discount 
Double B, all sizes, 86 per cent dis- 
count. 
Hinges.—The Lawson line of spring 
hinges, in common with others noted 
previously, have been advanced ap- 
proximately 10 per cent. Screw hook 


hinges have gone up about 5 per cent. 


Hoists.—The jobbing trade here have 
marked up prices on Chisholm & 
Moore chain hoists about 10 per cent. 
High speed hoists are now quoted here 
at 30 per cent discount, screw hoists 
are the same, 30 per cent discount, and 
differential 65 and 10 per cent dis- 
count. This advance is simply in keep- 
ing with higher prices named by other 
hoist makers some time back. 


Hose.—The movement of garden hose 
out of local stocks is assuming sizable 
proportions. This is a time of year 
this class of merchandise should begin 
to sell, but the movement is accelerated 
by the belief that crude rubber and 
raw cotton costs practically assure 
ruling or higher hose prices. 

We quote from Boston jobbers’ 
stocks: 

Rubber Hose.— Milo, 12%c. per 
foot; Goodluck, 11%c.; Bull Dog, 
14lec. 

Ice Chests.—The various kinds and 
makes of ice chests handled by the 
jobbing trade here are beginning to 
move slowly. Some of the chest manu- 
facturers have informed jobbers that 
they feel it will be many weeks before 
they can ship certain sizes and styles. 
As is always the case, the doubtful 
numbers are among the “best sellers.” 


Insecticides.—Boston jobbers the past 
week received car lots of Pyrox, which 
is being applied to back orders as 
quickly as possible. Such shipments 
correspond to a few drops of water 
in a bucket when comparison is made 
with the amount of business on jobbers’ 
books in the form of back orders. 
Every little bit helps, as one jobber 
puts it, however. 


= quote from Boston jobbers’ 
stocks: 
Insecticides.—Arsenate of lead, in 
paste form, in 1-lb. packages, 25 to 
the case, 264%c. per Ib.; in 2-lb. pack- 
ages, 25 to the case, 24%4c.; in 5-Ib. 
packages, 12 to the case, 
10-lb. packages, 12 to 
19¥%c.; in 25-lb. packages, 
50-lb. packages, 13%%c.; 
packages, 124c. In dry form, 
1-lb. packages, 24 to the case, 33c. 
per lb.; in 5-lb. packages, 12 to the 
case, 29c.; in 10-lb. packages, 6 to the 
case, 28c.; in 100-lb. packages, 23c. 
Pyrox.—1-lIb. jars, 24 to the crate, 
$7.32 a crate; in 5-lb. jars, 12 to the 
crate, $15 a crate; in 10-lb. jars, 6 to 
the crate, $14.15 a crate; in 25-lb. 
jars, 4 to the crate, $21 a crate; in 
50-lb. packages, $9.75; in 100-Ilb. 
packages, $15.75; in 300-lb. lots, $45. 
If ordered in %-ton lots a discount 
of %c. a pound is allowed; %c. in 
ton lots; and Ic. in 2%-ton lots. 


Lathe Tools.—The Armstrong line of 
lathe tools, heretofore jobbing out at 
10 per cent discount, is now quoted net 
list. Blades for tools, which have been 
selling at 45 and 40 per cent discount, 
are now 331/3 per cent. The advance 
in prices, according to jobbers, will 
apply to the Williams or any other 
standard line of lathe tools, as well. 
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Lawn Mowers.—Jobbers all report lawn 
mowers moving freely. Retail stocks, 
generally speaking, at the opening of 
the jobbing season, were smaller than 
for two years or longer, which explains 
in a large measure the activity of the 
market in 1923. Then too, most every- 
body interested in the marketing of 
such goods seems to have an idea it is 
going to be a great year for lawns, 
which is one of the best selling points 
a lawn mower can have. 


Bac ol quote from Boston jobbers’ 
stoc 
Lawn mowers, low grades, 14-in., 
$5.50 each; 16-in., $5.75; 18-in., $6.25, 
medium grade, ball bearings, 16-in., 
$8 each; 18-in., $8.38. High grade 
ball bearings, five-blade, 14-in., $12; 
16-in., $13; 18-in., $14; 20-in., $15. 
Nails.—The market is extremely short 
of all kinds of nails, and jobbers say 
it is like pulling teeth to get a rail- 
road to come up with a shipping per- 
mit. The railroads or the mills hold 
out little or no encouragement regard- 
ing future supplies. Galvanized wire 
nails l-in. and longer have gone up 75 
cents, while shorter than 1-in. are 50 
cents higher. There also has been an 
advance of something like 25 cents 
on lath nails. 


We quote from Boston jobbers’ 
stocks: 


Nails.—Wire, $3.90 to $4 per keg. 
base from store; from mill, in less 
than carload lots, $3.25 per keg base, 
and in carload lots, $3 per keg base, 
f.o.b. Pittsburgh; Galvanize wire 
nails, 1-in. and longer, $2.50 per keg: 
shorter than l-in., $2.75; cut nails. 
from store, $4.55 per keg base; direct 
shipments, in car lots, $3.60 per keg 
base, in less than car lots, $3.75: 
Tremont cut nails, in car lots, $4.10 
per keg base, in less than car lots, 
$4.25, all car lot and less than car 
lots f.o.b. mill; galvanized cut, $8.15 
from store; cement coated nails, from 
mill, in less than carloads, $3. 75 per 
keg base, in carloads, $3.45; hard 
steel nails, from store, $8.10 per keg 
base, from factory, $7.60; blued 3- 
ennyweight, light sterilized lath, 
2.05 per keg. 

Paints.—Practically all lines of mixed 
paints handled by the hardware job- 
bers have advanced 20 cents per gallon, 
while paint specialties such as ground 
color, etc., cost 5 per cent more. 
Papers.—Bermico paper, which a week 
ago sold in a jobbing way at $85 a ton, 
is now on a basis of $90. Jobbers say 
they have been informed that the 
chances are for a still further advance. 
In fact, all kinds of papers, according 
to the makers, are in an extremely 
strong position. 


We quote from Boston jobbers’ 
stocks 

Roofing Paper.—Bermico paper, $90 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $60 per ton from stock. 
Sheathing panes. direct factory ship- 
ment, $68.50 a ton. 


Rivets and Burrs.—Copper rivets and 
burrs have been marked up an addi- 
tional 10 per cent, the higher prices 
being based on the appreciation in raw 
copper and other things that go with 
the manufacture of such _ products. 
Jobbers are now generally quoting at 
25 per cent. discount. 
Sandpaper.—Makers of sandpaper the 
past week lifted prices about 10 per 
cent. Jobbers have not in all cases re- 
vised prices due to the pressure of 
general business, but will have done 
so before the close of another week. 
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Sash Cord.—In common with many 
other lines, the basis of which is raw 
cotton, sash cord prices have been ad- 
vanced by manufacturer and jobber. 
The advance in a jobbing way amounts 
to about 3 cents a pound. 

We quote from Boston jobbers’ 


stocks 
Sash Cord.— Acme, 54c. per Ib., 
Sachem, 5lc.; 


base; Phoenix, 54c.; 
Sampson Spot, 77c.; Silver Lake, 74c. 


Screens and Doors.—Jobbers the past 
week received some carlots of screens 
and doors, a little earlier than they 
expected, to be sure, but nevertheless 
mighty welcome. They have orders on 
their books for a great deal more 
stock than is on hand. 
We quote from Boston jobbers’ 


stocks: 

Screen Cloth. — Black, 12-mesh, 
$2.25 per 100 sq. ft.; 14-mesh, $2.75; 
16-mesh, $3.25. Opal, 12-mesh, $2.80 


per Pa sq. ft.; 14-mesh, $3.30; 16- 
mesh, $3.80; ali from Boston store. 
Direct ‘mill shipments, f.o.b. Pitts- 
burgh, black, 1 -mesh, $2; 14-mesh, 
$2.50; 16-mesh, $3. Opal, 12-mesh, 
$2.50; 14-mesh, $3; 16-mesh, $3.55. 
Bronze screen cloth, widths 24-in. to 
48-in., from stock, 7%c. per sq. ft., 
factory, 7%c. An extra charge is 
made on other sizes of bronze cloth. 

Screen = —No. 241, 2 x 6 x 6, 
-Z3363 ae 75; 


$28.60. All prices net, foun pes A 
10 per cent discount is allowed on 
direct factory shipments. 


Screws.—Jobbers have been informed 
by makers of an advance of 10 per cent 
in machine screws. Up to the present 
writing, however, no change has been 
made in local wholesale prices, but it 
stands to reason some sort of an ad- 
vance will be recorded shortly. The 
wood screw supply situation is tighter 
than ever due to the closing of a large 
Providence, R. I., plant, made neces- 
sary because of its inability to get raw 
material. 


We quote from Boston jobbers’ 


stocks: 
Wood Screws.—Flat head bright, 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 16. 

HE leading event of the week under 

review was the 11 per cent advance 
in common labor, and to some extent 
in skilled labor, announced first by the 
Steel Corporation and at once followed 
by all the independent steel companies. 
This will also have to be made by other 
industrial concerns employing common 
labor and means still higher manufac- 
turing costs, to be followed by advances 
in prices on semi-finished and finished 
steel products, some of the advances 
having already been made. 

Under the new rates, common labor 
in steel mills goes up from 36 to 40 
cents per hour, while skilled labor in 
the steel mills will also be advanced. 
This advance was no surprise to the 
trade, having been expected for some 
time, and has likely been included in 
price quotations on steel products to 
be manufactured in the future, some 
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77% and 5 per cent discount; flat 
head blued, 77% and 5, plus 5 per 
cent discount; round head blued, 75 
and 5 per cent discount; flat head 
brass, 72 and 5 per cent_ discount; 
round head brass, 70 ind 5 per cent 
discount; flat head galvanized, 62 

and 5 per cent discount: flat heac 
nickel and round head nickel, 65 and 


5 per cent discount. 
etc. — Coach 
set 


Machine Screws, 

screws, 50 per cent discount; 
screws, including headless, 50 and 10 
per cent discount; cap screws, square 
and hexagon, 50 and 10 per cent dis- 
count, flat head cap, 20 per cent dis- 
count, filister cap, 334% per cent 
discount; lag screws, 40 per cent dis- 
count; iron machine screws, flat and 
round head, 60 per cent discount. 


Tools.—All sorts and kinds of car- 
penter tools are in urgent demand 
from the retail trade. Buying is in 
anticipation of spring buying by the 
home builders. Jobbers, in some in- 
stances, are unable to complete all 
orders, but under the circumstances 
are doing very well in the matter of 
shipments. 

Turnbuckles.—Quite a sharp advance 
in manufacturers’ quotations on most 
kinds of turnbuckles is noted. Jobbers’ 
quotations will be changed shortly, the 
trade holding back until full new lists 
have been received from the manu- 
facturers. 

Vises.—Rumors of an advance in vises, 
in circulation here a week ago, came 
true. Regular standard makes that 
were 331/3 per cent discount, are now 
25 per cent, and combination bench and 
pipe, heretofore 25 per cent discount, 
are now 16 2-3 per cent. 


We quote from Boston jobbers’ 
lists 

Vicos.—Regular standard makes, list 
less 25 per cent discount: combina- 
tion bench and pipe, 16% per cent 


discount. 
Window Wire——In common with wire 
products in general, which recently 
advanced, there has been an upward 
revision in local jobbing quotations on 
galvanized cellar window wire. 


We from Boston jobbers’ 
stocks: 


quote 
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of them running into the third quar- 
ter. It is figured out that this ad- 
vance in labor will add about $1.75 per 
ton to steel-making costs. 

Higher prices on all steel commodi- 
ties and on the lighter lines of goods 
handled by the hardware trade are in 
the air, and some considerable advances 
were made last week, with others com- 
ing, and that will be announced before 
this issue of HARDWARE AGE reaches its 
readers. Some of the more conserva- 
tive hardware houses are feeling un- 
easy over the price developments and 
are commencing to wonder whether we 
may have later on a repetition of 1921 
and early 1922. 

There has been a distinct quieting 
down in new buying, largely due to the 
fact that the large consumers and job- 
bers are covered so far ahead, they do 
not care to buy at today’s market 
prices and take the risk of a change 
in conditions before they would need 
the material. On the other hand, the 
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Window Wire.—Galvanized cellar, 
3-mesh, 24 x 48-in., in 100 ft. rolls, 
$5.80 per 100 sq. ft.; in sizes under 


24 x 48-in., $6.05 per 100 sq. ft. 
Stoves.—Warmer weather, suggesting 
summer camps and homes, have stimu- 
lated public interest, which in turn 
has resulted in freer buying of oil cook 
stoves the past week. It now looks as 
though the sale of such stoves through 


Boston jobbing houses this spring 
would exceed all previous records. 

We quote from Boston jobbers’ 
stocks: 

Air Tight Stoves.—Wheeling Carco, 
No. 418, $2.80 each; No. 421, $3.05 
each; No. 424, $3.30 and No. 427, $3.65 
each, 

Cook Stoves (Oil).—Florence line, 
2-burner, $11.49 each net; 3-burner, 
$14.70; 4-burner, $17.75; Detroit- 
Jewell line, No. 33, 3-burner enam- 
eled, no shelf, $16.50 each, with shelf, 
$23.25; No. 23, black, without shelf, 
$13.50, with shelf, $20.25; No. 43, - 
burner, no shelf, enameled, $20.50, 
with shelf, $28.25; No. 32, 2-burner, 
enameled, no shelf, $15.50, with shelf, 
$19.50; No. 42, {-burner, black, no 
shelf, $19.50, with shelf, $24; No. 22, 
2-burner, black, no shelf, $12.50. 


Iron and Steel.—A further upward ad- 
justment in jobbing quotations on steel 
bars, structurals, steel bands, hoop 
steel, plates and refined iron bars has 
transpired since last reports, the up- 
lift figuring out several dollars per ton. 
The advance is based on higher re- 
placement values, although the fact 
that stocks have been reduced in spots, 
due to continued active consumption, 
was somewhat of a factor in the ad- 


justment. Revised prices follow: 

We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.61% per 
100 Ib.; flats, $4.40; plain concrete 
bars, $3.761%4; deformed bars. $3.76%: 
structurals, angles, channels, beams. 
$3.71%; tire steel, $4.80 to $5.15; open 
hearth spring steel, $8 to $10; cru- 
cible spring steel, $12; bands, $4.80 
hoops, $5.80 to $6.30; cold rolled steel, 
$4.50 to $5: toe calk steel, $6.15: 


plates, $3.71% to $3.97%. 

lron.—Refined bars, $3.61% per 100 
lb.; best refined bars, $4.75; Wayne. 
$5.50; Norway, $6.60 to $7.10. 


mills are booked so far ahead, they 
are not anxious to sell, knowing full 
well that if the situation should go 
off, contracts taken at ‘present prices 
would not be taken out, this having 
been the history of violent price ad- 
vances in the past, all of which have 
been followed by reactions that were 
disastrous in their effects. At the same 
time, the fact remains that present con- 
ditions in the steel trade seem to rest 
on a much firmer basis and are more 
legitimate than previous similar move- 
ments. 

General conditions in all lines are 
good, tremendous developments in all 
lines of trade are under way, expan- 
sions in some lines are on a scale never 
known before, especially the automo- 
bile and building trades; the railroads 
have been, and are today, enormous 
buyers of steel, not for speculative pur- 
poses, but for legitimate needs to bet- 
ter carry the enormous volume of 
freight that is being offered them, 
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much the heaviest ever known in the 
history of the country. 

On Wednesday, April 11, warehouse 
prices were advanced another $3 per 
ton, making steel bars 3.15 cents in 
small lots. 

Conditions in the hardware trade 

are fairly good. The retail trade is 
a little slow, due to the inclement 
weather, but now that good weather 
is here, the demand for seasonable 
goods is expected to get larger, it hav- 
ing been quiet for some time. Buyers 
are fast getting the idea that prices 
are unduly high and are showing some 
signs of holding off purchases, where 
they are not badly in need of the goods. 
How far this may extend is a ques- 
tion, but this is the way that the 
so-called “buyers’ strike” started in 
1921. It is certainly a period for the 
use of good, hard sense, as it is sur- 
prising how demand dwindles when the 
public is out of the market for all but 
necessities. 
Automobile Accessories.—Sales are now 
quite heavy, and with the advent of 
good weather will get much larger. 
The Firestone Tire & Rubber Co., 
Akron, Ohio, has announced that it will 
advance its entire line of tires and 
tubes on May 1 next. Prices on all 
accessories are very firm. 

We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

Millers Falls, No. 145 jacks, $4.75; 
Reliable jacks, No. 1, $0.35 No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 48c. 
each for over 100; Champion regular, 
53e. each for less than 100. all sizes: 


50c. each for over 100; Reliable jacks 
5" 00, $1; No. 1, $1.25; Nos. 2 and 3, 
$1.7 


sianiaseiiiiatitilias all makers have ad- 
vanced prices 50 cents per doz., but 
three or four have notified their trade 
that they are sold up for three or four 
months and will take new orders only 
for indefinite delivery, prices to be 
those in effect when delivery is made. 
The demand is only fair. 

We quote from jobbers’ stocks, 
f.0.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.: unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.: unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.: double bitted, han- 
dled, $21 per doz.; unhandled, $18 per 
doz. 

Bolts and Nuts.—The demand is good, 
and some makers are getting consid- 
erably back in shipments. Most con- 
sumers are covered at the prices in ef- 
fect before the recent advance, so that 
the amount of new buying at present 
higher prices has been relatively small. 
The market on steel washers is firmer, 
due to searcity of steel used in making 
them. The new discounts on nuts and 
bolts, also present prices on rivets to 
the large trade, are as follows: 


Machine bolts, small, rolled threads, 
50 per cent off list. Machine bolts, 
small, cut threads, 40 and 10 per cent 
off list. Machine bolts, larger and 
tee le 40 and 10 per cent off list. 
Carriage bolts, % x 6 in.; Smaller 
and shorter, rolled threads, 45 per 
cent off list; cut threads, 40 per cent 
off list; longer and larger sizes, 40 
per cent off list. Lag bolts. 50 per 
cent off list. Plow bolts, Nos 1, 
and 3 heads, 40 and 10 per cent off 
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list; other style heads, 20 per cent 
extra. Machine bolts, e¢.p.c. and t. 
nuts, *% x 4 in.; Smaller and shorter, 
35 and 5 per cent off list; larger and 
longer sizes, 35 and 5 per cent off list. 
Hot pressed square or hex. nuts, 
blank, $3 off list. Hot pressed nuts, 
tapped, $2.75 off list. C.p.c. and t. 
square or hex. nuts, blank, $3 off list. 
C.p.c. and t. square or hex. nuts, 
tapped, $2.75 off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws, 70 and 10 
per cent off list. Milled set screws, 
70 and 10 per cent off list. Upset cap 
screws, 75 per cent off list. Upset 
set screws, 75 per cent off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $3.25 to $3.50. 
Large boiler rivets, base, per 100 lb., 
$3.35 to $3.60. Small rivets, 60 and 
10 to 60 and 5 off list. 


For small lots from stock jobbers 
charge the usual advances over the 
above prices. 

Bibbs.—The Obendorf Mfg. Co. of this 
city has issued new discount sheets on 
bibbs, showing some slight advances 
in prices. 

Chain.—Under recent date, leading 
makers of hardware and saddlery chain 
announced an advance in prices of 15 
to 20 per cent. This was made neces- 
sary by higher costs of rods, labor and 
other materials. These new prices on 
saddlery and hardware chain are guar- 
anteed by the makers against decline 
until April 1, 1924. The new demand 
for all kinds of chain is heavy, and 
makers are running their plants to prac- 
tically full capacity and have a large 
amount of work ahead. Costs are 
steadily getting higher, and an advance 
in prices on commercial chains is prac- 
tically certain to be made by the manu- 
facturers in a short time. Rods are up 
$5 per ton or more recently, and wages 
have lately been advanced. The short- 
age of labor is also adding to the 
costs, and this will likely be more acute 
when the warm weather comes. The 
chain market is very strong, prices in 
large lots at this writing being as fol- 
lows: 


i <6” fs” 34” 
ee $10.50 $9.50 $8.25 $7.00 
. Saas 11.50 10.50 9.25 8.00 
en ss eases 12.00 11.00 9.75 8.50 

ae ae, 

16 2 / ” 
PORE ccades $6.75 $6.50 $7.25 $7.00 
Serer 7.75 7.50 8.25 8.00 
| arene 8.25 8.00 8.75 8.50 

a” ag” i” 11%” 

% al Bh” in 1%” 
5, See $6.75 $6. 50 $6.25 $6.25 
| Re 7.75 7.60 7.25 %.25 
BD cecsssas 8.25 8.00 7.75 17.75 





: To be added to t 
for size and quality desired. 

Exact sizes: ,-in. 2 ~ 5 
$1.25, yy-in. $1, %-in. 75e., z-in. T5e. 
per 100 lb. Twist link, *- in. te 14-in. 
inclusive, 75c. per 100 lb. Bright coil 
chain, 50. per 100 1b. 

Copper Products.—The demand for cop- 
per products of all kinds is heavy, and 
the local copper interest is operating 
its works to full capacity, being filled 
with orders for three to four months. 
Prices are very strong and on several 
items are slightly higher, in fairly 
large lots being as follows: 

Copper conductor pipe, 50 and 5 
per cent off list; copper elbows, 20 per 
cent: copper nails, 27c. per Ib.: fer- 
rules, 70 per cent; sheet copper, 
254%4c. base; copper rods, 26%c. base; 
copper bottoms, 33%c. base. 

Clipping Machines.—The new demand 
is only fair, prices ruling firm. 

We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

Stewart No. 1 ball bearing clipping 


1e price 
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machines, $10.75; No. 360 top plate, $1: 
No. 361 bottom plate, $1.50; dealer's 
discount 25 per cent. 

Stewart electric clipping machine, 
all standard voltages; hanging type, 
$80, f.o.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount, 25 
per cent. 


Coaster Wagons.—Jobbers and dealers 
report a very active demand for coaster 
wagons, saying present business is the 
largest they have ever had. The de- 
mand for sleds for next fall delivery 
is also heavy. Prices are firm. 


Cotton Goods.—No advances on cotton 
goods were made in the past week, this 
being the first time in several months 
that a whole week has passed in which 
there were not some advances in cot- 
ton goods. The market is strong, but 
it is looking now as though prices on 
raw cotton had about reached their 
peak. 

Iron and Steel Bars.—In our report of 
last week we said that an advance in 
warehouse prices on steel bars and other 
steel items would come shortly. This 
advance was made on Wednesday, April 
11, and was $3 per ton on soft steel 
bars, steel shapes, hoops and bands. 
Warehouse prices on steel bars in small 
lots are now 3.15 cents; for structural 
steel shapes, 3.25 cents; steel bands, 
4.15 cents, and for steel hoops, 3.95 
cents. These prices are also being 
charged by jobbers out of stock. The 
demand is exceptionally heavy for all 
these products. 

Ice Cream Freezers.—The demand so 
far has been heavy, and this will be 
a big year in the freezer trade. Prices 
are firm but unchanged. Local job- 
bers quote from stock: 

“Shephard’s Lighting,’’ 1-qt., $2.09: 
2-qt., $2.48; 3-at., $3.39; 4-qt., $3.60 
6-qt.. $4.50; 8-qt., $5.85. Blizzard 
freezers are quoted as follows: 1-qt., 
$1.94; 2-qt., $2.80; 3-qt., $2.93; 4-qt.. 
$3.60; 6-qt., $4.16; 8-qt., $5.42 each 
These prices are guaranteed against 
decline up to July 1 next. 

Hemp Packing.—Some makers have an- 
nounced an advance in prices on this 
product. 

Lanterns.—The demand is only fair, 
prices ruling quite firm. 


Local jobbers carrying the Embury 
lanterns are quoting to the retail 
trade as follows: No. 210, $7.35 per 
doz.; No. 211, $9.30; No. 240, $11.65: 
ice 160, $11.65: No. 162, $12.80; No. 
150, $7.95; No. 156, $16. 50 per doz. 


Lawn Mowers.—The new demand is 
still quite heavy, and most makers have 
their entire output for this year sold 
up and are not taking on new orders. 
However, it is believed there will be 
enough mowers made to meet this 
heavy demand. Prices are very firm, 
but no higher. 


Local jobbers are quoting ball bear- 
ing mowers: 14-in. at $7.50 to $11 
each; 16-in., $8 to $14; and 18-in.. 
$8.50 to $15, prices depending entirel) 
on the quality. 


Lawn Rakes.—It is not believed the 
recent advance of 10 per cent in prices 
will curtail the demand in the slight- 
est, and which is now very active. Lo- 
cal jobbers continue to quote 20-tooth 
wire lawn rakes at $5 per doz. from 
stock. 

Pipe Cutters.—Some makers have an- 
nounced an advance in prices of about 
10 per cent on these goods. 
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Pipe Wrenches.—The Oswego Mfg. Co., 
Oswego, N. Y., has withdrawn prices 
on its lines of pipe wrenches, and an 
advance is looked for by the trade. 
Rubber Goods.—The New York Rub- 
ber Co. has withdrawn prices on its 
lines of rubber goods, and this is taken 
by the trade to portend an advance. 
Paints and Supplies.—This will be the 
biggest year ever known in the paint 
and allied trades. Prices are very firm, 
but there have been no advances since 
our previous report. 

Jobbers quote from stocks about as 


follows: 
Linseed Oil.—Raw, bbl. lots, $1.15 
per gal.; 5-bbl. lots, $1.10 per gal. 
Linseed Oil.—Boiled, bbl. lots, $1.12 
per gal.; 5-bbl. lots, $1.10 per gal. 
Turpentine.—In bbl., $1.64 per gal. 


Denatured Alcohol.—In bbl., 46c. 
per gal. 
White Lead.—100-lb. kegs, 1414c. 


per lb.; 50-lb. kegs, 14%c. per lb.; 25- 
lb. kegs, 14%c. per lb.; 121%4-lb. kegs, 
15ec. per Ib. 


Dry Paste.—In bbl., 6%c. per Ib. 

Shellac (4-lb. goods).—White, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In _ bbl., 
$3.50 to $6.75 per 100 Ib. 

Mixed Paints.—In colors, $2.85 per 
gal.; white, $3.15 per gal. 

Putty is 6c. per lb. in 100-Ib. lots, 


64c. in 25-lb. lots and 6%c. in 12%-lb., 

lots. 
Shovels.—Effective Tuesday, April 10, 
makers advanced prices on all stand- 
ard grade shovels 75 cents per doz. 
As yet jobbers are still quoting former 
prices, but will likely follow the ad- 
vance in a short time. The demand 
for shovels is active, and as this ad- 
vance has been looked for for some 
time, the large trade is pretty well 
covered at the old prices. 


Sheets.—The market is very strong, 
and there is an acute shortage in sup- 
ply of sheets of all grades. A few 
mills are quoting 5.25 cents at mill for 
28 galvanized sheets for delivery up to 
May 30, but will not quote for ship- 
ment beyond that date. For 28 black 
sheets, the ruling price seems to be 4 
cents at mill in large lots, for ship- 
ment in about sixty days. The Amer- 
ican Sheet & Tin Plate Co. has not yet 
given to the trade its prices on sheets 
for third quarter, but these will likely 
come out about May 1, and are ex- 
pected to be higher. This concern is 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Ohio, 
April 14. 


THE volume of hardware sales con- 

tinues heavy, both in staple lines 
and in seasonal merchandise, for fall 
delivery. A leading jobbing house re- 
ports that its March sales broke all 
previous records for one month. Busi- 
ness with local retailers has improved. 
Some spring merchandise is moving, 
but the late spring has retarded activ- 
ity in these lines. Jobbers report that 
their stocks are getting in better shape 
in many lines, but in others deliveries 
by manufacturers are still very slow. 
The supply of nails seems to be as short 
as it has been any time. 

Advances have been made on shovels, 
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sold up on sheets into third quarter. 
Steel Pipe—As yet there has been 
no advance in prices on iron or steel 
pipe, but it is looked for at any time. 
The demand is very heavy, and mills 
are sold up for months ahead. The 
new demand for steel and charcoal iron 
boiler tubes is heavy, and some makers 
are sold up for practically the remain- 
der of this year. An advance in prices 
of $4 to $6 per ton on both iron and 
steel pipe is looked for not later than 
April 15. At this writing, local job- 
bers are still quoting small lots from 
stock as follows: 


Black Galv. Black Galv. 
Sr Fy | ee $6.99 $8.93 
| ae HY 1%4.... 9.46 12.08 
38.... 3.15 $4.86 1% 11.31 14.44 
We... 3.98 5.24 : ae 15.21 19.438 
%.... 4.86 6.31 2%.... 24.05 
Above prices per 100 ft.,  f.o.b. 
Pittsburgh. 
Track Tools.—Practically all makers 


have advanced prices on track tools 
about 10 per cent, and the market is 
very strong, the demand being heavy. 
Discounts to the large trade are now 
as follows: picks and mattocks, 50 and 
10 per cent off list; sledges, 65 and 10 
off list. Crowbars are now $5.75 per 
100-lb., this being an advance of 1.2c. 
per lb., while wedges are 6 cents per 
lb., this also being an advance of % 
cent per lb. Jobbers charge the usual 
advances over these prices for small 
lots out of stock. 


Wire Products.—There is no mate- 
rial change to note in the market on 
wire products. Demand on the mills 
by the trade is heavy, and most mills 
are sold up for three months or longer. 
The demand for wire fence is very 
heavy, and the available supply is lim- 
ited. In fact, there is a shortage in 
supply on all wire products, and stocks 
of jobbers are badly depleted. Prices 
are very firm, but unchanged. The 
supply of steel is said to be a little 
better, and the railroad situation is 
also improved. For these reasons, an 
increase in supply of wire products 
will be a natural result, and it is looked 
for at an early date. Local jobbers are 
quoting for small lots from store and 
warehouse about as follows: 
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bolts and nuts, galvanized ware, rub- 
ber roofing, stove pipe and elbows, snow 
shovels, valves and fittings and radia- 
tion. Prices for next season have been 
announced on skates, cross cut saws 
and weatherstrip. 

Automobile Tires and Accessories.— 
Jobbers report some slackening in tire 
sales since the recent price advance, 
as retailers were given an opportunity 
to place orders before prices were 
marked up. Accessories are moving in 
good volume. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; 
Derf spark plugs, 9%6c. each for all 
sizes in lots of less than 50; Cham- 


pion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100; 
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Wire nails, $3.20 to $3.25 base 
keg; galvanized, 1 in. and 
including large head barbed roofing 
nails, taking an advance over the 
price of $1.50, and shorter than 1 in., 
$2; bright Bessemer and basic wire. 
$3.10 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $3.10; galvanized wire. 
$3.75; galvanized barbed wire, $3.80: 
polished fence staples, $3.75: painted 


per 
longer, 


barbed wire, $3.60; polished fence 
Staples, $3.45; cement coated nails, 
per count keg, $3 to $3.10, thes 


prices being subject to the usual ad- 
vance for the smaller trade, all f.o.b 
Pittsburgh, freight added to point ot 


delivery, terms 60 days net less 2 per 


cent off for cash in 10 days. Dis- 
counts to jobbers on woven wil 
fencing are 65 per cent off list. 


Wire Rope—The Waterbury Co., New 
York, announces a slight advance in 
prices on its wire rope and_ kindred 
products. 

Wire Cloth—The available supply 
seems to be some larger, and the dan- 
ger of a shortage is rapidly passing. 
Prices are without change. Local job- 
bers are quoting galvanized, after 
weaving, 50 per cent off list; galva- 
nized, before weaving, 50 and 10 per 
cent off list. List per bale of 150 ft. 
is as follows: 


Two-inch, 20 galvanized 12-in 
$2.14; 18-in., $3.08: 24-in $3.92: 30 
in., $4.68; 36-in., $5.35; 48-in., $7.13; 
60-in., $8.91; 72-in., $10.69. One-inch, 
20 galvanized 12-in., $4.95; 18-in., 
$7.12; 24-in., $9.08; 30-in., $10.83 
36-in., $12.38; 48-in $16.50; 60-in 
$20.63; 72-in., $24.75 All the above 
prices are strictly f.o.b. Pittsburgh 
There has been an advance of 25 


cents per 100 sq. ft. in galvanized 
square mesh hardware cloth, also an 
advance of 50 cents per 100 sq. ft. in 
prices of bronze and cupper wire cloth. 
Vises.—The Prentice Vise Co., Water- 
town, N. Y., has made a slight ad- 
vance in prices on its lines of vises. 

Vacuum Sets.—The Landers, Frary & 
Clark Co., New Britain, Conn., has 
made a readjustment in prices on its 
lines of vacuum sets, meat choppers, 
food choppers, lunch kits and other 
goods, in some cases this being a slight 


advance in prices on some of these 
goods. 
Water Coolers—Cordley & Hayes, 


New York, makers of the 20th Century 
water coolers, has made an advance in 
prices of about 5 per cent on these 
goods. 


Champion regular, 53c. each for less 
than 100, all sizes; 50c. each for over 
100; Reliable Jacks No. 90, $1.00; No 
1, $1.25; Nos. 2 and 3, $1.75 
Axes.—Axe manufacturers have 
getting a heavy volume of business, and 
a leading manufacturer has advised the 
trade that it has so many orders on 
its books that it can take no additional 


been 


business. Jobbers are making good 
sales for summer delivery. 

Jobbers quote f.o.b. Cleveland a 
follows: First grade single bitted 
axes handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 


handled, $24.50 per doz.; unhandled, 
$20 per doz. 
Barbed Wire.—The demand is good at 
the recent price advance. Jobbers have 
fair stocks. 
Cleveland jobbers 
shipment: Galvanized 


stock 
wire, 


quote for 
barbed 
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$4.25 per 100 lb.; 4 point Lyman cat- 
tle wire 80 rod spools, $3.50; Lyman 
hog wire 80 rod spools, $3.80; light 
special hog wire, $2.70 per spool and 
light special cattle wire $2.55 per 
spool. 


Binder Twine.—Jobbers report that the 
volume of business is still fairly good. 
Prices are firm and unchanged. 


Jobbers quote for mill shipment: 
Standard binder twine, $5.25 per 
bale; white sisal, $5.25 per bale; ma- 
a. 550 ft., 5.75; manila, 60 10 ti, 
$6.2 manila, 650 ft., $6.75. <A dis- 
count of \%c. per Ib. for 10,000 Ib. lots 
and \c. per Ib. for full car lots f.o.b. 
factory, is allowed. Warehouse prices 
are 12%c. per bale higher. Terms 
= 5 per cent cash June 1, net Sept. 


Boilers and Radiation.—Another 10 per 
cent advance has been made on radia- 
tion. Manufacturers have issued new 
price sheets for the remainder of the 
year, and these show certain varia- 
tions in prices, depending on the time 
of delivery. 


Bolts and Nuts.—Following recent ad- 
vances by manufacturers, jobbers have 
advanced prices about 10 per cent. Or- 
ders are fairly heavy. 

Jobbers quote f.o.b. Large machine 
bolts, cut thread, 50 per cent off list; 
small, rolled thread, 50 and 5 per 
cent off list; carriage bolts, large and 
small, cut thread, 45 per cent off list; 
stove bolts, 70 and 5 per cent off list; 
hot pressed nuts, $3.25 off list. 


Clipping Machines.—The demand is fair 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chine of standard voltages, hanging 
type, $80; pedestal type, 


Cotton Goods.—Another price advance 
of about 5 per cent has been made on 
canvas gloves. Cotton duck and oil 
duck have also been advanced 5 per 
cent. 


Cross Cut Saws.—Manufacturers have 
announced prices for cross cut saws for 
delivery until Oct. 1, these prices be- 
ing the same as prevailed last year. 
Cleveland jobbers quote 5% ft. No. 
331 Atkins saws, $4.17; 5% ft. No. 12 
Disston saws, $4.20. 
Eaves Trough and Conductor Pipe.— 
These are moving in fair volume and 
prices are unchanged. 


Cleveland jobbers quote as follows 
for 500 ft. and over, delivery in cen- 
tral territory: Galvanized conductor 
pipe, 66 per cent off list; galvanized 
eave trough, 74% per cent off list; 
ridge roll, 74% per cent off list. 
Round and corrugated conductor fit- 
tings are 65 per cent off list, f.o.b. 
Cleveland or factory, and square 
seeraqnees fittings, 50 per cent off 

st. 

Electric Wiring Material.—A 10 per 
cent price advance has been made on 
electric wiring material, including key, 
keyless and pull chain sockets, rosettes 
and receptacles. Metallic flexible cable 
has also been advanced approximately 
10 per cent. 


Game Traps.—Jobbers report that or- 
ders for game traps for the coming 
season have started in good volume. 
Last year very few traps were sold. 


Cleveland poreere quote as follows: 
Victor traps, 0, $1. 


Oneida game traps, No. 0, 82. 01 er 
doz.; No. 1, $2.38 per doz.; ty. 
$3.48 per doz.; No. 2, $5 37 oar ‘aaa 
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Garden Tools.—These are still in good 
demand, but jobbers’ stocks are some- 
what broken. 


Galvanized Ware.—Several manufac- 
turers have announced a price advance 
of 5 per cent on galvanized ware. Job- 
bers have not yet put the advance in 
effect. 


Jobbers quote _ f.o.b. Cleveland: 
Galvanized tubs with wringer attach- 
ment No. 1, $6.75 to $7 per doz.; No. 
2, $7.50 to $7.75 per doz.; No. 3, $8.65 
to $9 per doz.; heavy tubs, No. 1, 
$13.75 per doz.; No. 2, $15.50 per doz.; 
No. 3, $17.25 per doz.; pails, 10-qt., 
$2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.25 
per doz. 


Gasoline Lamps and Lanterns.—These 
are moving well for fall delivery at the 
prices recently announced. 


Cleveland jobbers quote Coleman 
Lanterns as follows: CQ-329, $6.25 
per doz.; CQ-318, $7 per doz.; CQ-324, 
$7 per doz.; LQ-327 $5.25 per doz. 


Handles.—The demand for handles has 
become more active. Prices are un- 
changed. 


Jobbers quote  f.o.b. 
Hickory axe handles, 
double bitted, $4 per doz.; 
$ per doz.; X grade, $2.75 per 
doz.; No. 1 pick handles, $3.25 per 
doz.; best grade, $4.75 per doz.; 
American Fork & Hoe Co.’s wood D 
shovel, spade and screw handles, X 
grade, $4.60 per doz.; malleable D 
grade manure fork and spading fork 
handles, $3.75 per doz.; X grade long 
shovel spading handles, $3.10 per 
doz.; hay and manure fork handles, 
X grade, 4 ft., $2.25 per doz.; 4% ft., 
$2.50 per doz.; XX grade, 4 ft., $3 per 
doz.; 4% ft., $3.85 per doz. 


Incubators and Brooders.—The incu- 
bator business is about over for this 
season, but there is still a great deal of 
call for brooders. 


Cleveland jobbers quote Standard 
Automatic incubators as_ follows: 
125-egg, $39.50; 250-ege, $57.75; 500- 
egg, $98; 1000-egg, $197.50. Brooder 
so6 to 500 chicks, $21.50; 1000 chicks, 


Cleveland: 
single and 
XX grade, 


Ice Skates.—Prices have been an- 
nounced for ice skates for next season, 
and jobbers have commenced to take 
orders for fall shipment. 


Cleveland jobbers quote Union 
Hardware Company ice skates: No. 
1624 polished screw clamp skates, 75 
cents each; No. 1624% same, nickel 
plated, $1. 10 each; No. 1724% ‘same; 
with high carbon Euanens, $1.35; No. 
524% hockey, $1.10; No. 424% hockey, 
$1.45; No. "924% hockey: $2.80: No. 
524% L, $1.35: No. 424% L, $1.70; 
No. 924% L, $3.30; children’s exten- 
sion bob skate, 50 cents. 


Lawn Mowers.—Deliveries by manufac- 
turers are very slow, and jobbers are 
having trouble in filling orders. The 
scarcity seems to be more in grades 
that retail from $10 to $15. 


Nails and Wire.—The shortage of nalis 
is becoming more acute, and some job- 
bers are declining to take orders ex- 
cept for stock shipment. An advance 
on the differential from $1.50 to $2.25 
per keg has been made for galvanizing 
1 in. and larger nails, and from $2 to 
$2.50 per keg for galvanizing nails 
shorter than 1 in. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.35 per keg; No. 9, gal- 
vanized wire, $3.70 per 100 Ib.; No 
9 annealed wire, $3.25 per 100 Ib. * and 
cement coated nails, $3 per 100 Ib. 
Polished staples, $3.80 per 100 Ib.; 
galvanized staples, $4.25 per 100 Ib. 


Oil Stoves.—Following the recent price 
advance by one manufacturer other 
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makers have announced that they will 
probably mark their prices up. The 
volume of business is large. The de- 
mand is particularly heavy for stoves 
having one large burner in addition 
to the regular size burners. 

Poultry Netting and Wire Cloth.— 
These are becoming very scarce, and 
jobbers report that they are unable to 
place additional orders for mill ship- 
ment. Poultry netting stocks are bad- 
ly broken, but jobbers still have fair 
stocks of wire cloth. 


Cleveland jobbers quote: Painted 
wire cloth, 12 mesh, $1.95 per 100 
sq. ft.; 14 mesh, $2.45 per 100 sq. ft.; 
white metal or galvanized, 12 mesh. 
$2.50 per 100 sq. ft.; 14 mesh, $2.80 
per 100 sq. a ; bronze, $7.10 to $7.25 
per 100 sq. 


Radio Equipment.—With the approach 
of spring the amount of orders has 
fallen off somewhat. 


Rope.—There is still a fair demand for 
rope and stocks are ample. 


Cleveland jobbers quote the best 
grades of manila rope 19%c. per lb 
for mill shipments; 20%c. per Ib. for 
stock shipments; second grade, 18\c. 
per lb. for mill shipments: sisal rope. 
best grade, 15%c. per lb. for mill 
shipments and l16c. for stock ship- 
ments. 


Rubber Roofing.—A price advance of 
5 cents per square has been made on 
rolled rubber roofing, and 15 cents per 
square on shingles. Jobbers report a 
good business in roofing. 

Steel Sheets—Blue annealed sheets 
have been advanced $3.00 per ton by a 
local jobber. Other prices unchanged. 


Cleveland sepbees quote sheets at 
4.60c. for No. 28 black; 5.75c. for No. 
28 galvanized; 4.06c. for No. 10 blue 
annealed. 


Screws.—The market is firm and fair- 
ly active. Prices are unchanged. 

Jobbers quote wood screws as fol- 
lows, a Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list: 
round neni ” blued, 75, 5, 5 and 5 per 
cent off list; round head, nickeled, 
65, 5, 5 and 5 per cont off list; and 
round pend. brass, 70, 5, 5 and 6 per 
cent off lis 

Solder.—A price decline of 1'2 cents 
per Ib. has been made on solder, which 
Cleveland jobbers quote at 32 cents per 
Ib. for standard grades and 25 cents 
per lb. for competitive goods. 

Sand Paper.—A 10 per cent advance 
has been made on sand paper, emery 
cloth and emery paper. 
Shovels.—Shovel prices are being ad- 
vanced. On the 4 in. grade shovels the 
advance will be 75 cents per doz. New 
prices on other grades have not yet 
been announced. The demand for both 
shovels and spades is heavy and stocks 
are badly broken. 

Stove Pipe and Elbows.—The Sheet 
Metal Specialty Co., Follansbee, W. Va., 
has announced a 10 per cent advance on 
its “Security” line of stove pipe and 
elbows, and jobbers have made corre- 
sponding advances. 

Cleveland jobbers quote 6 in. 2% 
gage stove pipe at $4.15 per crate 
of 25 joints; 26 gage, $4.85; 6 in. 
crimped elbows, $1.60 per doz. 

Snow Shovels.—New prices have been 
announced for steel snow shovels for 
the coming season. These are from 
7% to 10 per cent higher than pre- 


vailed last year. 
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Steel Bars and Hoop.—These have been 
advanced $3 per ton. 

Cleveland jobbers quote steel bars 
at 3.36c; hoop, 1 in. and wider and 
20 gage and heavier, 4.16c.; hoop 
wider than 20 gage and narrower 
than 1 in. in any gage, 4.66c. 

Sash Cord.—Another price advance of 
2% cents per lb. has been made on 
sash cord, 


Office of HARDWARE AGE, 
3725 Colfax Ave., So., 
Minneapolis, Minn., April 9, 1923. 


H ARDWARE jobbers and dealers 
report that a very satisfactory 
volume of business is being done. 
There is an especially good demand for 
builders’ hardware and auto acces- 
sories, although a good demand is 
noted in practically all lines. Paint 
sales are developing rapidly. 

As building construction gets under 
way there is a better demand for 
masons’ and carpenters’ tools of all 
kinds. 

Manufacturing conditions continue to 
improve as the spring season gets 
under way. 

A good demand for garden tools, 
hose, lawn mowers, etc., is expected 
. just as soon as warm weather sets in. 
Axes.—There continues to be a fairly 
good market for axes. There have 
been no price changes for some time. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade, 
single bit, base weights, $13.80 per 
oz.; double bit, $18.30 per doz. 


Brads.—Sales of brads are of good 
volume as the building season gets 
under way. There is a heavy demand 


from the sash and door trade. Prices 
remain as last quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 
— boxes, 70-10-5 per cent from 


Bolts.—Generally improved manufac- 
turing conditions, together with the 
large amount of construction work 
under way, has brought on a heavy de- 
mand for bolts of all kinds. Consider- 
able difficulty is noted in getting many 
sizes. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Both small and 
large carriage bolts, 40-5 per cent; 
small and large machine bolts, 40-10 


per cent; stove bolts, 70 per cent; lag 
screws, 50 per cent. 


Builders’ Hardware.—From present in- 
dications there will be a tremendous 
volume of builders’ hardware this year. 
Building permits taken out locally are 
double those of last year in the amount 
of money involved. Dealers report 
that they are already receiving a large 
volume of business and that the great 
difficulty will be to secure sufficient 
stocks to meet the heavy demand. 
Prices are firm and many advances are 
being made. 

Churns.—There continues to be a 
fairly good demand in the country dis- 
tricts. Jobbers’ stocks are ample and 


prices remain as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40-5 per cent from lists. 
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Cleveland jobbers quote Nos. 8 and 
12 sash cord at 5lce. base and Sam- 
son spot cord at 76c. per Ib. 


Valves and Fittings—Another 5 per 
cent price advance has been made on 
valves and fittings. The demand is good 
and stocks are ample. 


Cleveland jobbers quote malleable 
fittings at net list; cast iron fittings 
at 25 per cent off list and globe and 
brass valves at 25 per cent off list. 


TWIN CITIES 


Eaves Trough, Conductor Pipe and 
Elbows.—Retail demand for this line 
is developing rapidly as the spring 
season opens; most of the present de- 
mand is for repair work. As construc- 
tion work progresses a heavier demand 
will be noted later in the season. Prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
gage, lap joint, S. B. 5 in., $5 per 100 
ft.; 2&8 gage, 3 in., conductor pipe, 


$4.75 per 100 ft.; 3 in. conductor el- 
bows, $1.55 per doz. 


Files—The demand for files remains 
fairly active and is showing a steady 
gain. Jobbers’ stocks are in good con- 


dition. There has been no _ recent 
change in market prices. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade files, 

50-10 per cent; second grade files, 60-5 

per cent. 
Garden Tools.—While considerable in- 
terest in this line was being shown the 
recent heavy snowfall put a temporary 
damper on sales. A good demand is 
expected as soon as the weather be- 
comes seasonable. Prices continue 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium Grade No 
2 shovels, $11 per doz.; Good grade 
No. 2, $13.50 per doz.; garden spades, 
$11 to $13.50, according to grade. 
Garden rakes, bow end, 14 tooth, 
$10.50; 16 tooth, $11.35. Wire lawn 
rakes, 20%4-in. wide, $5.75 per doz. 


Hose.—Adverse weather’ conditions 
have prevented any retail demand from 
developing. A good demand is ex- 
pected as soon as warm weather begins. 
Prices show no change. 


We quote from jobbers’ stocks, 

o.b. Twin Cities: Moulded hose 
Cpe kinkable), %-in., 15c. per ft.; 
5%-in., 144%c. per ft.; %-in. five ply 
wrapped hose, lic. per ft.; %-in. com- 
petition hose, 9%c. per ft. ‘The above 
prices in full lengths. Cut lengths 
1c. higher. 


Lawn Mowers.—Unusually cold weath- 
er has prevented any business from 
developing in this line; although an 
average volume of sales is expected as 
soon aS warmer weather sets in. 
Prices remain as first announced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade lawn 
mowers, 30 to 35 per cent from stand- 
ard lists: medium grade ball bearing 
mower, $8.35 to $9.50 each. 


Lanterns.—There continues to be a 
fairly active demand for lanterns, al- 
though somewhat lighter than earlier 
in the year. Prices continue as for 
some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz lanterns, 
long or short giobe. $13.50 per doz.: 
Embury maaterae, one: 210, $7.75 per 
doz.: No. 240, 2.75 per doz.: No. 
130 Midget wails lanterns, $17 per 


doz. 
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Washing Machines.—A very good de- 
mand has sprung up recently for water 
power washing machines. Electric 
washing machines continue to move in 
good volume. 

Weather Strip—Jobbers have com- 
menced to take orders for weather strip 
for fall shipment. Prices are the same 
as a year ago. 


Milk Cans.—Jobbers report that in the 
country districts there is a very good 
demand for railroad milk cans at this 
time. There has been no further 
change in prices since the last report. 


We 
f.o.b. Twin Cities: 
road milk cans, 
cans, $3.25 each; 
each. 


quote from jobbers’ stocks, 


Five-gallon rail- 
$2.70 each; 8-gal. 
10-gal. cans, $3.40 


Nails.—There continues to be a very 
heavy demand for wire nails. Due to 
the unusually large amount of con- 
struction work in progress throughout 
the country there is a great deal of 
difficulty in getting in stocks. There 
has been no change since the advance 
reported last week. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard smooth 
wire nails, $4 base; cement coated 
nails, $3.50 base. 

Paper.—There continues to be a very 
good demand for building papers. An 
unusual amount of interest is being 
shown in roofing papers and composi- 
tion shingles, and a good volume of 
business is developing. There has 
been no change in market prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 2 tarred felt, 
$2.25 per cwt.; red rosin sheathing 
paper, $3.50 per cwt. 

Poultry Netting.—Retail demand for 
poultry netting is now getting under 
way, but has not reached large pro- 
portions as yet. From now on sales 
should improve rapidly. Prices show 
no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard hexagon 
poultry netting, 50 per cent from lists. 

Sash Cord.—As before stated most of 
the present demand is in the nature 
of protection for future needs when 
building progresses. The unusually 
heavy demand expected may cause 
shortages in sash cord. Prices remain 
very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 8 
sash cord, 77c. per Ilb.; ordinary 
grades solid cotton sash cord, 5lc. 


Sash Weights.—While there is a fair 


demand at this time any real large 
volume of business is not expected 
until later in the building season. Some 


of the larger contractors are protect- 
ing themselves on future needs. Prices 
remain firm and an increase is not 
unlikely. 


We quote from 
f.o.b. Twin Cities: 
per cwt. 

Screen Doors and Window Screens.— 
Jobbers report a fairly good demand 
from the retailers. Retail demand 
has not as yet been experienced due to 


jobbers’ stocks. 
Sash weights, $2.25 
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unusually cold weather prevailing at 
this time. Prices remain unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Screen doors, com- 
mon, 2-8 x 6-8, $23.15 per doz.; fancy, 
$35.05 per doz.; Sherwood adjustable, 
24-in. window screens, $7.40 per doz.; 
Wabash 24-in. extension, $6.50 per 
doz. 

Screws.—There continues to be a very 
active demand for wood screws of all 
kinds, as general business conditions 
improve. Prices remain very firm. 
Some difficulty is noted in obtaining 
stocks. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass, 

75 per cent; round head brass, 70 per 

cent. 
Shearing and Clipping Machines.— 
This line is becoming more and more 
popular each year with the dairyman, 
especially those that breed good cattle. 
A very good volume of business is done 
by dealers pushing the line. Prices 
remain as for some time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stewart No. 1 
ball-bearing clipping machine, $10.75; 
No. 360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount, 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Chicago; pedestal 
type, $85 f.o.b. Chicago; dealers’ dis- 
count, 25 per cent. 

Solder.—The solder market seems to 
have quieted down a little, although 
there continues to be a very good de- 
mand. There has been a decline of '4 


cent per Ib. 


The Parable of the Salesman 


Once upon a time an earnest sales- 
man who worked hard and thought 
deeply, and who carried enthusiasm 
and initative as a staple line, got up 
against a Portly Prospect who prompt- 
ly filched that part of his anatomy 
known as the “goat.” 

The salesman felt his loss keenly 
and set about to recover this priceless 
possession. 

He spent a day in his mental library 
and there found a little story that fur- 
nished the clue. It told about a valu- 
able horse that strayed away and could 
not be found after much searching. 
Finally a simple-minded lad volun- 
teered to find the animal in a few 
hours. He was much scoffed at, but 
set out. Sure enough, in a little while 
he returned, leading the horse. 

“How did you find him?” queried 
the wise ones, much perplexed. 

“Well,” said the boy, “I just fig- 
gered out where I’d want to go if I 
was a hoss, and I went there and there 
he were.” 

So, seeing the application, the sales- 
man went out and borrowed the eyes 
of the Prospect, much in the same 
manner that his “goat” had been se- 
cured. With these eyes—they were 
indeed an unusually good pair—he 
soon saw what direction he’d take if 
he were a Portly Prospect. Where- 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 33%4c. per Ib. 

Steel Sheets.—Improved building con- 
ditions have caused a much better de- 
mand for steel sheets, and the market 
is fairly active. Prices remain as last 
recorded. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets, $6.25 per cwt.; 28-gage 
black steel sheets, $5.25 per cwt. 

Tin Plate——Demand for tin plate con- 
tinues to be of good volume and sales 
are improving as general business con- 
ditions show increased activity. Prices 
are firm. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, furnace 
coke, LCL 20 x 28, $13.75 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, 
$13.50 per box. 


Transparent Baking Ware.—This line 
of kitchen ware continues to grow in 
popular favor year by year and no up- 
to-date kitchen ware department can 
afford to be without it. Prices remain 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Transparent bak- 
ing ware, Casseroles No, 101, $15.96 
per doz.; No. 197, $14.04: per doz. Pie 
plates, No. 202, $6 per doz.; No. 210, 
$8 per doz. Bread pans, No. 212, 
$7.20 per doz. Utility pans, No. 231, 
$8 per doz. Tea pots, 2-cup, No. 12, 
$20 per doz.; 4-cup, No. 24, $24 per 
doz.; 6-cup, No. 36, $28 per doz. 


Washers.—Generally improved manu- 
facturing conditions and heavy railroad 
buying have greatly increased the de- 
mand for washers. Prices remain as 
last quoted. 





upon he returned the eyes and imme- 
diately got busy. 

Having now the right view-point on 
the Prospect’s proposition, he was as 
convincing as a “hammer-the-hammer” 
in the hands of an insistent gentleman 
on a dark night. 

The Prospect’s business was handed 
over, wrapped up, paid for and deliv- 
ered with a dispatch that made the 
transaction a panorama. 

So it came to pass that this sales- 
man formed the habit of borrowing 
eyes and putting himself in the other 
man’s place until his personality be- 
came a dual one and he can now merge 
as gracefully into a prospect’s frame 
of mind as some solid corporations can 
merge into water. 

MoraL—Which teaches that the 
simple-minded boy had the right idea. 
—The Layman Printer. 


J. S. Woodhouse & Co. Distributes 
Pamphlet 


Pamphlet “J,” descriptive of the line 
of agricultural implements, tractors, 
power farm machinery of J. S. Wood- 
house Co., Inc., 256-257 West St.zet, 
New York, N. Y., has recently made its 
appearance. The pamphlet, which is 
profusely illustrated with line cuts, 
effectively presents the products listed 
to the trade. 





April 19, 1923 


_ We quote from jobbers’ stocks 

f.o.b. Twin Cities: Wrought ste! 

washers, %-in., $6.90 per cwt.; 1-i) 

washers, $6.50 per cwt. 
Wheelbarrows. — The demand for 
wheelbarrows is now becoming quite 
active as the construction season gets 
under way. The heaviest demand is 
for steel barrows for concrete work, 
although there is some demand for the 
wood stave type. Prices remain as 
for some time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wheelbarrows, 
wood stave, fully bolted, $36 per doz.: 
No. 1 tubular steel wheelbarrows, 
$6.35 each; No. 1 garden, $5.60 each. 

Wire Cloth.——The unusually cold 
weather has delayed the opening of the 
sales in wire cloth. This has been of 
some benefit, however, in helping the 
jobber and dealer to get in stocks by 
delaying the demand. Prices remain 
very firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, $2.10 per 100 sq. ft.; 
galvanized, $2.55 per 100 sq. ft. 

Wire.—The demand for wire of various 
kinds is becoming quite active as the 
spring season opens. Fencing wire 
and reinforcing wire are in especial de- 
mand. Prices have shown no change 
since advance shown in last report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.62: 
galvanized cattle wire, $3.89; painted 
hog wire, $3.87; galvanized hog wire, 
$4.16 per spool; No. 9 smooth black 
annealed wire, $3.90 per cwt.; No. 9 


smooth galvanized annealed wire, 
$4.35 per ewt. 


Frank Mossberg Co. Catalog No. 24 


Frank Mossberg Co., Attleboro, 
Mass., is now distributing its Catalog 
No. 24, which is descriptive of its line 
of wrenches, bells, stamped steel reels, 
beams and spools, sheet metal stamp- 
ings, etc. The new catalog, which is 
well illustrated, is thoroughly indexed 
in order to expedite reference. It also 
contains a very convenient “Directory 
of Wrench Fitting Sizes of Spark 
Plugs,” in which the various makes of 
spark plugs are listed, together with 
the socket opening required. On an- 
other page is given a similar directory 
of application of the company’s de- 
mountable rim wrenches, spark plug 
wrenches and tappet wrenches for in- 
dividual cars. There is also a complete 
list of the wrenches designed for use 
on Ford ears and a similar list for use 
in connection with Fordson tractors. 


Deming Water Systems Explained 


Under the title, “Deming Water Sys- 
tem,” the Deming Co., manufacturers 
of hand and power pumps, Salem Ohio, 
has issued an interesting and attractive 
booklet descriptive of its system fo 
furnishing water under presure to 
farm, village, suburban and city resi- 
dences, greenhouses, country clubs, 
apartment houses, hotels, factories and 
public buildings. The booklet discusses 
costs and methods of installation and 
also illustrates and describes in detail 
the necessary apparatus. 
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The total.imports of cutlery in No- 
vember, 1922, the latest month for 
which statistics are available, were 
valued at $142,950 as compared with 
$158,488 for the same month in 1921. 
This decline of $15,500 was distributed 
throughout the schedule except in the 
basket clause of “other cutlery” which, 
curiously enough, shows an increase of 
nearly 50 per cent, doubtless due to the 
fact that the appraisers have en- 
countered some difficulty in properly 
classifying certain wares under the 
new law and therefore have thrown 
them into the general category of “all 
other cutlery.” The imports by classes 
during November, 1922, as compared 
with 1921, were as follows: 

Razors and parts of, 1922, $22,485; 
1921, $31,137; scissors, shears and 
clippers, 1922, $40,759; 1921, $43,454; 
pen, pocket and other folding blade 


knives, 1922, $41,082; 1921, $57,853; 
other cutlery, 1922, $38,624; 1921, 
$26,044. 


Some Interesting Details 


Under the new system of recording 
these statistics, quantities as well as 
values are given; hence it is possible 
to shed an interesting light upon this 
particular import movement. It thus 
appears, for example, that whereas the 
imports in November, 1921, of razors 
and parts of were valued at 6 cents per 
piece, the imports for the correspond- 
ing month of 1922 were invoiced at but 
2 cents per piece. It is impossible, of 
course, that this important decline in 
value of the unit may be attributed to 
some extent to increased importations 
of parts rather than of finished razors. 

More reliable figures are available 
for scissors, shears and clippers. The 
imports of these articles in November, 
1921, were valued at an average of 8 
cents per piece while for the same 
month of 1922 they rose to 17 cents 
per piece. The average value of pen, 
pocket and other folding blade knives 
in November, 1921, was 6 cents per 
piece but in the same month of 1922 
it rose to 9 cents per piece. No figures 
per piece are given for “other cutlery” 
in November, 1921, but in the same 
month of 1922 the average value was 
9 cents per piece. 


86 Per Cent Drop in Value of Razor 
Units 


The figures for the eleven months 
ending Nov. 30, 1922, are without sig- 
nificance so far as the effect of the 
tariff law is concerned; nevertheless 
they present some interesting totals. 
The aggregate imports were valued at 
$2,814,445 as compared with $2,541,- 
347 for the corresponding period of 
1921, The increase in imports was dis- 
tributed over all classes with the ex- 
ception of scissors, shears and clippers, 
which showed a decided decline. 

The most significant figure is a tre- 
mendous slump in the average value 
per piece of razors and parts for the 
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eleven months ending November, 1922, 
which was but 2% cents per piece as 
compared with 18 cents per piece for 
the eleven months of 1921. It is obvi- 
ous that this great variation in invoice 
valuation as applied to the entire eleven 
months ending November, 1922, is not 
susceptible of the same explanation 
that reasonably accounts for a fluctua- 
tion in the figures of a single month. 
In fact, the statistics regarding razor 
importations for the eleven months of 
1922 go a long ways toward supporting 
the claims made during the discussion 
of the Fordney-McCumber bill by the 
advocates of Chinese Wall duties. 


Official Report on Foreign 


Situation 


Cutlery 


A timely contribution to the discus- 
sion of the effect of the new tariff on 
the cutlery schedule has just been made 
by Henry H. Morse, chief of the Spe- 
cialties Division of the Bureau of For- 
eign and Domestic Commerce, in a bul- 
letin on foreign competition in cutlery 
which includes an analysis of condi- 
tions in the British and German com- 
petitive cutlery field with particular 
reference to productive costs. Atten- 
tion is also given to the foreign mar- 
kets for British and German cutlery in 
comparison with those of the United 
States. I am confident that the readers 
of HARDWARE AGE will find Mr. 
Morse’s monograph of special interest 
at this time. 

The chief competitors of American 
cutlery manufacturers in the various 
markets of the world, and in the home 
markets as well, are the English and 
the Germans. Much fine cutlery is 
made in France, and Japan has built 
up a large domestic and foreign trade 
in the lower grades of cutlery, but for 
the purposes of an article of this kind, 
which must necessarily be brief, atten- 
tion must be concentrated on the two 
main competing nations. 


Sheffield Producers Have Troubles 


The main source of cutlery manu- 
facture and cutlery exports in Eng- 
land lies in Sheffield. According to the 
latest available reports, Sheffield manu- 
facturers have been experiencing 2 
number of difficulties during the past 
year, both in manufacturing and mar- 
keting their product. 

In the first place, labor troubles have 
been encountered, chiefly over the ques- 
tion of wage reductions. This has re- 
sulted in strikes, with consequent dis- 
location of production, and while these 
have been satisfactorily settled, pro- 
duction is ‘by no means back to normal. 
In fact, some of the factories are work- 
ing at little more than two-thirds 
capacity. 

Foreign demand for British cutlery 
has fallen off considerably. This ap- 
plies as well to the British colonies as 
to other markets. In all cases German 
competition has been particularly keen. 

The Sheffield razor trade also has 
undergone a slump, partly on account 
of the growing popularity of safety 
razors. This is regarded as an essen- 
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tially American trade, even though 
England has gone in for their manu- 
facture. 

Predict Large Sales in 1923 

The British cutlery trade, therefore, 
although providing keen competition in 
world markets during 1922, did not 
come up to expectations. Larger sales 
are predicted in 1923, particularly for 
export, as a concerted drive is 
made for world trade. 

In spite of the unsettled and uncer- 
tain political and economic conditions 
in Germany, the Soligen cutlery indus- 
try, from the viewpoint of foreign 
sales, enjoyed in 1922 a fairly success- 
ful year. Production was hampered 
chiefly by the difficulty of obtaining 
raw materials, particularly steel and 
coal, while the ever-increasing prices 
of domestic and foreign materials, such 
as celluloid, brass, ivory, tortoise shell, 
wood, etc., made it difficult to finance 
purchases, 

The greatest obstacle that German 
cutlery manufacturers had to overcome 
was the depreciation of the mark, 
which brought with it frequent and 
heavy price increases. Thus in Decem- 
ber, 1922, the prices of cutlery products 
in Soligen were from one thousand two 
hundred to two thousand times those 
of pre-war years. 


being 


Percentage Increases in 1922 


An illustration of this is the per- 
centage increase of prices during 1922 
over the average price for Aug. 1, 1921. 
As compared with this earlier date, the 


prices for 1922, expressed in per- 
centage (August 1, 1921—0 per cent) 
were as follows: Jan. 2, 90; Feb. 1, 


110; March 1, 180; April 1, 260; May 
15, 275; June 15, 300; July 1, 450; July 
25, 600; Aug. 14, 900; Aug. 24, 1800; 
Oct. 10, 2400; Oct. 26, 3900; Nov. 8, 
5900; Nov. 20, 7900; Dee. 7, 10,900. 
These increases were, of course, due to 
increased production costs in 
quence of mark depreciation. 
The increases in domestic prices of 
knives per dozen, f.o.b. factory, over 
pre-war years were approximately as 
follows: Pearl-handled pocketknives 
in 1913 sold for 21 marks; in January, 
1922, for 1,600 marks; and in Decem- 


conse- 


ber, 1922, for 72,000 marks; wooden- 
handled knives for the same periods 
were 3.7 marks, 185 marks, and 6,500 
marks; and horn-handled knives sold 
for 15 marks, 410 marks, and 16,000 


marks, respectively, in the three 
periods. 

The same condition prevailed with 
regard to scissors and shears. Of the 
former, 3%-inch embroidery scissors 
sold for 5,150 and 7,100 marks re- 
spectively, for the three periods, while 


5%-inch nickeled household shears 
brought 6,720 and 9,000 marks, re- 
spectively. In spite of this, the do- 
mestic demand for pocketknives and 
table cutlery of medium quality re- 
mained good throughout the year, 


while the razor trade and trade in high- 
grade cutlery slackened. 
What has aided the Germans, so far 
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as their export trade in cutlery is con- 
cerned, is the fact that it has been 
conducted almost exclusively on a 
foreign-exchange basis, which kept it 
on a much firmer foundation than if 
calculations had been made on a mark 
basis. 

As already noted, there has been a 
falling off in cutlery exports from Eng- 
land to the various markets of the 
world. While this applies to shipments 
to the British dominions and colonies 
also, these were still the largest pur- 
chasers of cutlery from the mother 
country in the past year. 

Australia, Canada, the British East 
Indies, South Africa, and New Zealand 
showed the highest totals, with the 
United States next on the list. Nor- 
way was the largest European pur- 
chaser, and Brazil and Argentina led in 
South America. It should be under- 
stood, however, that England sold suf- 
ficient cutlery abroad to be a keen com- 
petitor both of the United States and 
Germany. 


U. S. Big Buyer of German Cutlery 


So far as Germany is concerned, the 
United States was by far the largest 
buyer of its cutlery products during 
1922. This trade was, however, seri- 
ously curtailed after the new tariff 
went into effect, and will probably con- 
tinue dull throughout 1928, at least 
with respect to knives, scissors, and 
table cutlery of medium quality. Eng- 
land ranked second as a buyer of 
German cutlery (chiefly scissors and 
razors), while the Netherlands ranked 
third. This latter country was a large 
reexporter of German products. 

German trade with other European 
countries, except France, was fair. 
Among the Latin-American countries, 
Brazil, Argentina, and Mexico showed 
the largest totals, in spite of keen 
competition, while in the Far East 
British India ordered in large quanti- 
ties. It is worthy of note that German 
cutlery was virtually excluded from 
Australia and New Zealand by pro- 
hibitive legislative measures. 
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Due to wide differences of classifica- 
tion, it is almost impossible to give 
any accurate or trustworthy figures of 
comparative amounts of cutlery ex- 
ports from the United States, England 
and Germany to the various foreign 
markets. That Germany has made tre- 
mendous gains since the war, however, 
and that it leads in a number of mar- 
kets seems to be borne out by such ap- 
proximate figures as are available. 


Cutlery Leads in South 


America 


German 


In Chile, for example, the American 
commercial attache reports that for 
1921 Germany supplied about 28,000 
dozen of all classes of cutlery, valued 
at approximately 265,000 gold pesos 
(1 gold peso—$0.865), while the United 
Kingdom furnished about 10,500 dozen, 
valued at 100,000 gold pesos, and the 
United States supplied about 7,500 
dozen, valued at about 30,000 gold 
pesos. It is understood that these 
figures are little changed for 1922, so 
far as a comparison is concerned. 

The total approximate figures of the 
cutlery exports of the three countries 
for 1922, reckoned in the currencies of 
the three countries, are: For the 
United States, about $4,615,000; the 
United Kingdom, about 850,0000 
pounds sterling; and Germany, ap- 
proximately, 8,000,000,000 marks. This 
latter figure is difficult of comparison 
with the other two. 

The indications are that, in spite of 
the keen competition in cutlery which 
prevails virtually everywhere, Amer- 
ican cutlery manufacturers are _ per- 
fectly capable of holding their own. 
Signs are not wanting that German 
competition is on the wane, as German 
manufacturers will have increasing 
difficulty in keeping up the quality of 
their products on account of the lack 
of raw materials. They are finding it 
increasingly harder to maintain de- 
liveries, and the financial stability of 
the country is becoming impaired to a 
point where radical changes in the mat- 
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ter of prices and credits may be neces- 
sary. 

British competition, on the other 
hand, while less spectacular and easier 
to cope with, will probably show no 
signs of diminishing. This factor, 
however, should in no way prevent the 
maintenance and expansion of Amer- 
ican foreign trade in cutlery, provided 
that sound merchandising methods are 
employed. 


Goodell-Pratt Catalog. No. 15 


Catalog No. 15 of Goodell-Pratt Co., 
Greenfield, Mass., illustrates and de- 
scribes the company’s comprehensive 
line of tools and is intended to supplant 
all previous issues. A feature of the 
catalog is the large number of new 
tools which have been added to the 
company’s line. These are listed sep- 
arately for the convenience of the hard- 
ware merchant and in order to expedite 
reference. The catalog, which is vol- 
uminous, well printed and effectively 
illustrated, is very thoroughly indexed 
and contains much valuable general in- 
formation regarding the company’s 
line. 


“Wear-Ever” Production Tools De- 
scribed in Catalog 


In the new Catalog No. 33, Tool Divi- 
sion, Scully-Jones & Co., 2012 West 
Thirteenth Street, Chicago, IIl., a wide 
variety of “Wear-Ever” production 
tools is presented and the advantages 
and adaptability of each listed. Prac- 
tical suggestions for improvements in 
machine shop practice, together with 
reference data, are also included. Spe- 
cial attention has been given to simpli- 
fying ordering instructions. 


New Brown & Sharpe Booklet 


Catalog No. 28 of Brown & Sharpe 
Mfg. Co., Inc., Providence, R. I., has 
recently been supplemented by a book- 
let entitled “New Tools by Brown & 
Sharpe,” in which the more recent ad- 
ditions to its line are listed. The book- 
let, which is well printed and effectively 
illustrated, should prove of interest to 
hardware merchants. 





Coming Hardware Conventions 





MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, 
Fla., April 24, 25, 26, 27, 1923. Headquar- 
ters, Windsor Hotel. F. D. Mitchell, secre- 
tary-treasurer, 1819 Broadway, New York. 


AMERICAN HARDWARE 


SoUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 27, 
1923. Headquarters, Windsor Hotel. John 
Donnan, secretary-treasurer, Richmond, Va. 


OLD GUARD SOUTHERN HARDWARE SALES- 
MEN’s ASSOCIATION CONVENTION, Windsor 
Hotel, Jacksonville, FPla., April 25, 1923. 
R. P. Boyd, secretary-treasurer, Box 19, 
R. F. D. No. 4, Knoxville, Tenn. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Columbia, S. C., May 
8, 9, 10, 11, 1923. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 


suger nnn 


TION CONVENTION, May 8, 9, 10, 1923. Mar- 
ion Hotel, Little Rock. L. P. Biggs, secre- 
tary, 815-816 Southern Trust Building, 
Little Rock, 


LOUISIANA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Alexandria, 
May 14, 15, 16, 1923. R. D. Nibert, secre- 
tary, Bunkie. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Texas, 
May 14, 15, 1923. C. L. Thompson, sec- 
retary-treasurer, Canyon, Texas. 

MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Jackson, 
May 16, 17, 1923. H. S. Chilton, secretary- 
treasurer, Starkville. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, cov- 
ering Tennessee, Alabama, Georgia and 


Auditorium Armory, Atlanta, Ga., 
Walter Harlan, 
Grand Theater 


Florida. 
May 15, 16, 17, 18, 1923. 
secretary-treasurer, 701 
Building, Atlanta, Ga, 


AMERICAN IRON, STEEL AND HEAvy Hakb- 
WARB ASSOCIATION CONVENTION, Drake 
Hotel, Chicago, May 15, 16, 17, 1923. A. H. 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, 34th Street and Broadway, 
New York. 


NATIONAL RETAIL HARDWARB ASSOCIA- 
TION CONVENTION, Richmond, Va., June 18, 
19, 20, 21, 22. Headquarters, Jefferson Hotel. 
1923. Herbert P. Sheets, secretary-treas- 
urer, Argos, Ind. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION, Louisville, Jan. 24, 25, 1924. 
J. M. Stone, secretary-treasurer, 202 Re- 
public Building, Louisville. 
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The McKinney Booklet, with its illus- 
trations of sliding-folding and around- 
the-corner doors, its descriptions and 
working plans for each installation and 
its descriptions of McKinney Complete 
Garage Sets, should be working for you 
every day. Send for a copy and tie it to 
your counter. 


Hinges and butts, door hangers and 
track, door bolts and latches, shelf 
brackets, window and screen hardware 
and wrought specialties are included in 
the line of products marked with the 
McKinney stamp of excellence. 


McKINNEY MANUFACTURING 
COMPANY 


Pittsburgh, Pa. 


Western Office, Wrigley Bldg., Chicago 
xport Representation 
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Mr. Jones unburdens 
his garage door 
troubles, 







And Brownlee’s new 
bus needs a safe 
parking place at 
night, 


Six minutes be- 
fore lunch time 
Bill Prudlow’s 
troubles only give you @ 
rib chuckle. 


About 2.30 P. M. friend 
Townsend wants some 
“hardware for my ga- 
rage doors.” 


When Smith comes in, along about 4.44, 
looking like a man with a thousand boils, 
you take down your McKinney trouble 
chaser and fix him up with the proper 
dose in a jiffy. 





When the quitting whistle blows, you’re all to the 
good with about sixteen horsepower energy you 
didn’t waste running up-stairs to the storeroom 
for 4A screws, or lugging fourteen feet of door 
track up out of the cellar. 


Boy, it was SOME DAY! 


MCKINNEY 


Complete Garage Door Sets 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 











Perfection Heat Indicator 


The New Perfection No. 2 Oven Heat In- 
dicator, made by The Cleveland Metal 
Products Co., Cleveland, Ohio, is a neat 
and compact indicator built especially to 
fit the ovens made by this company, al- 
though it may be used effectively in con- 
nection with ovens of other makes pro- 
vided they are equipped with a glass door 
panel. The indicator itself is easily at- 
tached and reliable in operation. It im- 
proves the appearance of the oven and as- 

















sures a correct cooking temperature. The 
indicators are packed attractively and con- 
veniently on a three-color counter display 
ecard (six to a card). The retail price is 
printed prominently as well as informa- 
tion as to their use. 


Sprayer Cannot Clog 


The Paragon Sprayers, made by F. H. 
Crawford, 299 Broadway, New York, N. Y., 
are claimed not to clog in operation either 
with ordinary spraying materials or with 
whitewash or cold water paints, no mat- 
ter how thick or heavy the sediment may 
be. The operation of the machine is 
that the solution is pumped up against 
the air in the brass air chamber. This 
compresses the air in the chamber and 
it is this compressed air that then forces 
the solution out through the hose and 
pipe under continuous positive pressure 
when the valve on the hose is opened. The 
operator does not have to pump con- 
tinuously as an occasional full stroke of 
the pump handle serves to maintain this 


pressure. The only wearing part is the 
cup leather or washer in the pump cylin- 
der. If used continuously the sprayer 


might require a new cup leather every 
three or four months; these, however, cost 
only twenty-five cents each and can be 
replaced without difficulty by anyone in 


about three minutes. These machines 
range in capacity from a 3% gal. size to 
a 50 gal. size. All the valves used in 


the sprayer are of the seal-seating type 
and are made of solid brass. The air 
chamber is of brass and of sufficient ca- 
pacity to insure a steady spray of high 
pressure when the pump is operated at a 
moderate speed. The pump cylinder is 
cast of special metal, and accurately 
machined and durable. The container is 
of heavy black iron, heavily galvanized 


after assembly. The agitator, which is 
used to keep the spraying’ solution 
thoroughly mixed, is of galvanized iron. 
There is a circular strainer on the end 
of the suction pipe, containing 16 in. of 

















strainer surface, and which is auto- 
matically cleaned by the all-metal agitator 
at each stroke of the pump. This com- 
bination is claimed by the manufacturer 
to effectively prevent clogging. 


Additions to Walker Dishwashers 


A number of important improvements 
have recently been made to the Model 
D-6 Walker Dishwasher, made by the 
Walker Dishwasher Corp., Syracuse, N. Y. 











The dishwasher is now provided with a 
float, showing above the top of the machine, 
which indicates when the proper amount 
of water has been admitted, and the out- 
let valve handle has been placed level with 
the top of the machine so that it is not 
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necessary to lean over to ascertain when 
the proper amount has been admitted or 
to open the valve to let out the water. The 
plumbing has been moved around to the 
right-hand back corner so that it is con- 
cealed from a front view, and the ma- 
chine takes up a minimum amount of 
room in the kitchen. Besides these con- 
veniences it is now finished in an enamel 
just a shade off white and presents a much 
more attractive appearance. Model D-7 
is an entirely new departure in that it is 
intended not to be attached to the plumb- 
ing. Water is admitted by attaching a 
hose to the faucet in the sink and dis- 
charged by means of an electric pump, 
which forces it through a swinging arm 
into the sink. This operation consumes 
about fifteen seconds. The machine is 
provided with casters so that it can be 
shoved into a corner when not in use and 
readily moved over by the sink for use. 


Addition to Fulflo Pumps 


The line of “Fulflo” Self-Priming Pumps 
made by Fulflo Specialties Co., Blanchester, 
Ohio, has been augmented by the addition 
of a 75-gal. capacity, ball bearing, motor 
driven pump. The demand for unit sys- 
tems for pumping liquids of varying con- 
sistency, oils, brines, enamel, etc., has 
brought forth this latest addition to the 
“Fulflo” family. The new pumps have the 
regular “Fulflo” self-priming and anti-clog 
features and free floating impellers. 


Fixtures for Effective Hardware 
Displays 

The new Onken Fixtures, made by The 
Osear Onken Co., Fourth and Cutter 
Streets, Cincinnati, Ohio, are designed to 
enable a hardware merchant to present his 
merchandise to prospective customers to 
the best possible advantage. The fixtures, 
which are unusually attractive in appear- 
ance, are very strongly constructed and 





will hold heavy weights, seemingly out 
of proportion to their size. A set consists 
of forty-seven fixtures, which may be used 
in endless combinations in order to give 
diversified and striking effects. The fix- 
tures themselves are shown in accompiuny- 
ing illustration, and should prove invalu- 
able aids in making effective displays in 
both windows and store interiors. 
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Because they’re used most, doors are 
the important part of a garage— 


so sell your customers the one hardware which guarantees a life- 
time of service. Dealers everywhere will tell you that, for ease of 
operation and absolute freedom from trouble, there is only one— 















































Garage Door Hardware 


Garage doors fitted with Slidetite fold inside, flat against the 
wall, leaving a full, unobstructed opening. They cannot blow shut 
when open, and are absolutely weather-tight when closed. 
Slidetite equipped doors slide easily on a jointless track—a child 
can open or close them. 











Catalog A-29 contains much valuable in- 
formation regarding Slidetite, as well as 
numerous illustrations and detail plans of 
typical installations. Send for a copy cerhalia--ke- maak gale aeadien tes 
today. small garages, but it is the only prac- 
ticable hardware for openings requir- 
ing more than six doors. Even im 
openings as wide as 30 feet, the doo 
vill never stick or sag 











If you aren’t already handling the genuine 
Slidetite, it may quickly be obtained from 
our nearest branch. 








AURORA, ILLINOIS,U.S.A. 





Your Copy 


Minneapolis Chicago New York Cleveland LosAngeles 
Philadelphia Boston St. Louis Indianapolis San Francisco 
RICHARDS-WILCOX CANADIAN CO L# 
Ask for Catalog A-29 Winnipeg LONDON, ONT Montreal 7 
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Notes of the Retail Hardware ‘Trade 
STUTTGART, ARK.—The Kyler Hast- cialties, electrical supplies, flashlights, TANNERSVILLE, N. Y.—I. Olin has 


ings Hardware Co. has commenced 
business at 403 South Main Street, 
and requests catalogs on a general line 
of hardware. 

RIALTO, CaL.—J. O. Weller, 114 
South Riverside Avenue, is successor 
to the Hobbs Hardware Store. 

BRIDGEPORT, CONN. — The Pardoe 
Sporting Goods Co., 313 Fairfield Ave- 
nue, has been incorporated to conduct 
both a wholesale and retail business. 
The capital is $50,000 and William A. 
Pardoe and others are the incorpor- 
ators. Catalogs requested on sporting 
goods and fishing tackle. 

NEW HAVEN, CONN.—Samuel Smith, 
69 Congress Avenue, new owner of the 
Charles Smith stock, requests catalogs 
on bathroom fixtures, builders’ hard- 
ware, building paper, crockery and 
glassware, cutlery, electrical special- 
ties, flashlights, garage hardware, 
glass, housefurnishings, mechanics’ 
tools, paints, oils and varnishes, pre- 
pared roofing, rope and twine, seeds 
and fertilizers, shoe findings, silver- 
ware and toys and games. 

WASHINGTON, D. C.—E. R. Maxwell, 
who has recently commenced, a whole- 
sale and retail business at 809 Mary- 
land Avenue, requests catalogs on 
automobile accessories, bicycles, flash- 
lights and oils and greases. 

WASHINGTON, D. C.—E. C. Hark- 
ness, 1630 North Capital Street, re- 
quests catalogs on the following items: 
Automobile accessories, automobile 
tires, barn equipment, bathroom fix- 
tures, builders’ hardware, building 
paper, clocks and watches, crockery 
and glassware, cutlery, electrical spe- 
cialties, electrical supplies, flashlights, 
fishing tackle, garage hardware, glass, 
housefurnishings, linoleum and _ oil- 
cloth, luggage (trunks, handbags), me- 
chanics’ tools, paints, oils and var- 
nishes, plumbing department, poultry 
supplies, prepared roofing, pumps, 
radio equipment, rope and twine, seeds 
and fertilizers, sporting goods, toys 
and games, vulcanizing department 
and washing machines. 

BuHL, IpAHO.—The Miller and Scott 
Implement Co. has purchased the stock 
of the Idaho Hardware & Implement 
Co. and consolidated it with its own. 

CALDWELL, IDAHO.—The Clark Hard- 
ware Co. has added the stock of the 
Sherman-Fisk Hardware Co. to its 
own. 

KENDRICK. IpDAHO.—The Kendrick 
Hardware Co. has increased its stock 
with a line of furniture. 

CENTRALIA, ILL.—O. B. Kurth is now 
located at 128 East Broadway, and 
requests catalogs. 

CuIcaGo, ILu.—Estrin Bros. will oc- 
cupy their new quarters at 324 East 
Forty-third Street, about May 1. 

ALLISON, IowA.—The Allison Cash 
Hardware is successor to F. F. Bur- 
rough. The new owner requests cata- 
logs on barn equipment, bathroom fix- 
tures, builders’ hardware, cutlery, 
dairy supplies, dynamite, electrical spe- 


fishing tackle, furnaces, garage hard- 
ware, gasline engines, glass, guns and 
ammunition, harness, incubators, in- 
secticides, mechanics’ tools, oils and 
greases, paints, oils and _ varnishes, 
plumbing department, poultry supplies, 
pumps, radio equipment, refrigerators, 
rope and twine, silverware, sporting 
goods, stoves and ranges, tin shop and 
washing machines. 

CEDAR FALLS, IowA.—Gasol Bros. 
Co. is adding a line of hardware to its 
electrical stock. 

Des MOoINEs, IowA.—The Meredith 
Hardware Co. has established itself in 
business at 721 West Grand Avenue, 
where a retail stock of the following is 
carried, on which catalogs are _ re- 
quested: Barn equipment, builders’ 
hardware, building paper, clocks and 
watches, cutlery, flashlights, furnaces, 
garage hardware, glass, guns and am- 
munition, hammocks’ and _— swings, 
mechanics’ tools, paints, oils and var- 
nishes, poultry supplies, radio equip- 
ment, rope and twine, sporting goods 
and toys and games. 

FRANKFORT, KAN.—Harvey & Lutz 
have taken over the stock of M. J. 
Boyle. 

BLuE Rapips, KAn.—A. DeYoung 
has purchased the interest of his part- 
ner, W. J. Gerard, in the firm of W. P. 
Brown & Co. He will continue under 
his own name. A new store front has 
been installed and the intericr re- 
arranged. 

FLINT, MicH.—Bill Blanchard has 
opened a store at 1102 North Saginaw 
Street, where a retail stock of the fol- 
lowing is carried: Bicycles, builders’ 
hardware, building paper, clocks and 
watches, cutlery, electrical specialties, 
flashlights, garage hardware, glass, 
incubators, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
poultry supplies, prepared _ roofing, 
pumps, rope and twine, seeds and 
fertilizers and shoe findings. 

MANISTIQUE, Micu.—John A. Falk 
has engaged in business here, earrying 
a complete line of hardware and paint. 

Forty, Minn.—The Benton Hard- 
ware Co. is successor to the Oos Hard- 
ware Co. 

OscroLA, Mo.—J. C. Barnett & Co. 
are now occupying their new store 
building, which gives better facilities 
for handling their stock. 

ALBION, Nes.—P. A. Krause & Sons 
will, within the next few months, erect 
a new store building. The concern 
operates a branch store at Fullerton. 
Catalogs requested on a line of shelv- 
ing and fixtures. 

ELIZABETH, N. J.—The Kirby Stack 
Hardware Co., wholesaler and retailer, 
will move to a new location at 265-267 
North Broad Street May 1. 

SARANAC LAKE, N. Y.—The Spauld- 
ing Sport Shop has opened a store at 
94 Main Street, and requests catalogs 
on bicycles, cutlery, flashlights, fishing 
tackle, guns and ammunition, ham- 
mocks and swings, picnic equipment, 
sporting goods and toys and games. 


purchased a new building, and after 
alternations have been completed will 
occupy it with a complete stock of 
hardware, etc. 


Mt. Airy, N. C.—The W..E. Merritt 
Co. has completed an addition to its 
building. The structure is three 
stories and basement, and practically 
doubles the present floor space. Cata- 
logs requested on automobile acces- 
sories, automobile tires, builders’ hard- 
ware, building paper, cutlery, dyna- 
mite, electrical specialties, flashlights, 
fishing tackle, garage hardware, glass, 
guns and ammunition, harness, heavy 
hardware, insecticides, | mechanics’ 
tools, mill supplies, oils and greases, 
paints, oils and varnishes, prepared 
eee in pumps, rope and_ twine, 
seeds, silverware, sporting goods, stoves 
and ranges, tin shop and washing 
machines. 

TEMPLE, OKLA.—A hardware store 
has been opened here by the Stone 
Hardware Co. with a stock comprising 
bicycles, builders’ hardware, building 
paper, clocks and watches, crockery 
and glassware, cutlery, dairy sup- 
plies, dynamite, electrical special- 
ties, electrical supplies, flashlights, 
fountain pens, fishing tackle, fur- 
naces, gasoline engines, guns and 
ammunition, harness, heavy hardware, 
mechanics’ tools, musical instruments, 
paints, oils and varnishes, picnic equip- 
ment, phonographs, poultry supplies, 
pumps, refrigerators, seeds and fertil- 
izers, silverware, sporting goods, stoves 
and ranges, tin shop, toys and games 
and washing machines. Catalogs re- 
quested on a general line of hardware. 

Bucyrus, OHI0.—Bucyrus Hardware 
Co. is successor to Donnenwirth & 
Goldsmith. 

CoLuMBUS, OHI0.—The Linden 
Hardware Co., 2451 Cleveland Avenue, 
has_ been incorporated. The _ capital 
stock is $6,000. . M. Moor is presi- 
dent and ~ lg “Hansen, secretary. 
Catalogs requested on a line of build- 
ers’ hardware and wire and nails. 

CARTER, OKLA.—William Hunter, in 
business at Elk City, has opened a 
branch here. 

WAKITA, OKLA.—R. R. Smith & Co. 
have moved here from Gibbon and 
added a line of crockery and seeds. 
Catalogs requested on automobile ac- 
cessories, automobile tires, auto stor- 
age batteries, barn equipment, bicycles, 
builders’ hardware, building paper, 
clocks and watches, crockery, cutlery, 
dairy supplies, dynamite, electrical 
specialties, electrical supplies, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks and_ swings, 
harness, heavy hardware, incubators, 
insecticides, housefurnishings, mechan- 
ics’ tools, oils and greases, paints, oils 
and varnishes, plumbing department, 
poultry supplies, prepared roofing, 
pumps, radio equipment, refrigerators, 
rope and twine, seeds and fertilizers, 
shoe findings, silverware, sporting 
goods, stoves and ranges, tin shop, 
toys and games and washing machines. 








